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In  This  Issue 

CASEMENT  STORM  SASH 
ASBESTOS  CEMENT  SIDING 
COLD  CANVASSING 
MASONRY  RE-SURFACING 
HOME  FIRE  ALARMS 


Th*  QUINCY 


CRYSTAL 

GLIDE 


l*he  IIIJINCY 


Our  dealers  have  proven  dur¬ 
ing  the  past  8  months  of 
competitive  selling  that  your 
volume  and  profits  will  climb 
to  peak  level  with  this  window 
.  .  .  and  you  will  always  con¬ 
tinue  to  handle  it. 


KtOlfOBOafr 


1.  High  mark  up  at  a  competitive  price. 

2.  Tremendous  sales  appeal  because  of  its 

beauty  and  quality. 

3.  Trouble  free— No  call  backs. 

4.  The  only  3-track  window  offered  to  new 

dealers  to-day. 

5.  Prompt  delivery. 


for  full  inlormotioi  and  descrip¬ 
tive  literature  on  the  complete  Quincy  line.  Exclusive 
territories  available. 

'Thv  \aniv  ffuinvy  ilualUy" 


Q0tllCY,>INNSYLVAIHA 


3  TRACK  STORM  WINDOWS  •  CASIMINT  STORM  WINDOWS  •  STORMDOORS 


December,  1951 


MAKES  NO  DIFFERENCE  HOW  DIRTY,  WORN, 
OR  STAINED  ASDESTOS  SHINGLES  ARE 


i4' 


'i' 

SHINGLE- 


ATTRACTIVE 

COLORS 


TRADE  MARK  REGISTERED 

ASSURES  APPLICATORS  OF  EXCELLENT  YEAR-ROUND 
REPEAT  SALES  AND  PROFITS,  NO  INVESTMENT  IN 
EQUIPMENT.  WRITE  TODAY  FOR  FULL  PARTICULARS. 


DEWATEX  Manufacturing  Corp. 

424  West  42nd  Street,  N.  Y.  18,  N.  Y. 
LOngacre  3-6631 


DEWATEX  Manufacturing  Corp. 

434  West  4and  Street,  N.  Y.  IS,  N.  Y. 

Gentlemen:  Please  send  complete  information  os 
to  how  we  con  operate  in  this  new  and  lucrative 
field  os  on  approved  SHINGLE-SEAL  applicator. 
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BUILDING  SPECIALTIES 


INSULATION 


Thousands  of  new  types  of  tnsu- 
lotion  Jobs  ore  open  to  you  with 
SproyCroft.  Since  it  con  be  op- 
plied  over  ANY  surfoce,  SVfRY 
buildin9  is  o  prospect. 


SprayCraft 


Formerly  Spray  Kole 


Acoustical  and  Industrial  Insulation 

Offers  You  A 


ACOUSTICAL  CORRECTION 


BIG  BUSINESS 


OPPORTUNITY  NOW 


CONTROL 


li  you  are  o  live-wire  dealer  interested  in  building 
your  volume  to  tremendous  proportions.  SPRAYCRAFT 
oilers  you  a  brand  new  product  with  limitless  possi 
bilities.  There  is  no  product  available  to  you  today 
that  oilers  a  greater  range  oi  prospects,  or  larger 
proiit  opportunities.  li  you  want  to  expand.  InvestI 
gate  it  today. 


Study  These  Markets: 

SprayCraft  has  an  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  makes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SprayCraft.  This  opens  a 
tremendous  industrial  market  for  applicators.  SprayCraft  con  also  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SprayCraft  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  a 
gun  directly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
- WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 

56-58  CRITTENDEN  ST  NEWARK  4.  N.  ). 


imm»m 


December,  1951 


W,ui^  DISTRIBUTORS 
DEALERS/ 


A  Few  Territories  Still  Available  to 
Qualified  Distributors  and  Dealers 


NO  INVENTORY  REQUIREMENTS 


NON-STANDARD  Shieldoll  Awnings  ore  manufactured 
within  two  weeks  from  the  date  we  receive  your  order. 


LEAKPROOF  DESIGN  .  .  .  chimney  vent  ventilation  . 
all-weather  protection. 


CHOICE  OF  COLORS  .  .  .  solids,  stripes,  combinations. 


STANDARD  SIZE  AND  COLOR  SHIELDALLS  are  olso 
available  ...  7  and  8  foot  circular  doorway  canopies  .  .  . 
three  sizes  .  .  .  venetion-style  door  awnings. 


Youngstown  Industries,  Inc. 

710  South  State  Street 
Girard,  Ohio  Phone  5-5408 
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BUILDING  SPECIALTIES 


"Keep  up  the  good  work,  your  pub¬ 
lication  has  helped  us  a  great  deal.” 
Said  a  dealer  in  \X’arren,  Ohio 

And  Here  Are  Other  Comments 
Which  Followed  Publication  oi  the 
Last  Edition  of 

ROOFING,  SIDING  and 
BUILDING  SPECIALTIES 
MANUAL 

“We  thought  you  would  like  to  know  that  we 
think  your  Manual  is  terrific,  and  1  wouldn't  part 
with  it  for  10  times  its  cost.” 

"This  looks  like  a  valuable  book  for 
anyone  in  this  business.” 

“I  bought  the  llooling,  Siding  &  Building  Spe¬ 
cialties  Manual  and  think  it’s  a  wonderful  book. 

I  would  recommend  it  any  lime.” 

"Would  you  be  kind  enough  to  rush 
us  20  copies  of  the  latest  edition  of 
this  MANUAL.” 


ROOFING 
SIDING  & 


MANUAL 


NEW  EDITION  AVAILABLE  NOW! 


The  only  complete,  authorita¬ 
tive  reference  volume  in  its  field 
. .  .the  1952  (Seventh)  Edition  of 
ROOFING,  SIDING  &  BUILD¬ 
ING  SPECIALTIES  MANUAL. 


Hoon.M.,  .sidim;  &  iii  ii.DiNt;  specialties  manual 

42.S  Kourih  A\c..  .New  York  16,  N.  Y. 

Please  send  .  ropie«  of  the  19S2  Manual.  1  enrlose 

1.1  □  or  bill  me  □. 

NAME  .  POSITION 


Order 
Your  Copy 
TODAY!  1 1 


USE  THE  COUPOIV 


HOW  TO  LICK  A  CRISIS! 


Sooner  or  later  wc  all  conic  to  a  iros-roails  in  our 
lives.  F.ven  il  von’ie  a  Nation  .  .  .  or  a  hiisiness 
or  an  eniiie  Itnliistiv. 

This  inoinent  of  tiecision,  this  irossroads.  is  a 
iug"e(i  opiMinent  at  liesl.  tint  it  \ou  ie  lacinj'  it 
alone,  it's  wor-e. 

loil.iv.  Ilians  liuliistries  are  faiinj’  shoitages.  Par- 
liuilarly  those  making  (isilian  giKitls. 

I  ike  ns  .  .  .  in  the  Storm  Sash  Imsiness. 

I  et's  look  .It  our  Imsiness  .  .  .  and  ourselves. 
We'se  heen  hit  hv  eservthing  in  the  hook.  Short¬ 
ages.  allotments,  cut -oils.  (Ut  -hat  ks.  plain  and 
f.iiHs  (Uts  .  .  .  plus  as  muih  led  tape  and  regii 
latioii  itis  .is.  il  seems,  the  human  (an  endnie. 
What  ahoiii  it' 

Onls  this.  I  he  Don  Onixote  ahose  is  alMiut  to 
meet  his  ossn  piivate  ciisis.  He's  gilded,  aimoied 
and  diessed.  menlallv  and  phssic.illv.  fin  it. 

I  l  l's  go  nnii  do  likfu  isi ,  for  the  Sntioo  and  for 
oil  r.se/re.s.' 

I  here  ate  m.ins  sv.iss  of  sveaiheiing  the  storm 


(liesides  "Weather-Masters"),  riiey  all  add  up  to 
walking  together. 

Sou.  we.  our  customers  .  .  .  snpplieis.  raw  male 
lials  souices.  Coseinment  .  .  .  working  togelhei 
in  honesty  and  justice,  without  tear  oi  favor  .  .  . 
ohjedisely  sirising  for  the  das  when  words  siuh 
as  these  are  no  longer  nece-saiy  .  .  .  and  in  the 
ineantime  ruling  isisels.  and.  il  not  alssass  well, 
then  with  disp.iich. 

We're  in  it  together  and  we'll  finish  together, 
'leanwhile.  we  can  help  all-aronnd  hs  stiiking 
together. 

Here  are  a  few  suggestions: 

•  *  I'aiticipate  actively  in  tiade  or  (ommeitiai 

assiMiations. 

•  Keep  a  shaij)  lookout  for  suipins  or  unused 
mileiials.  gel  data  and  notify  supplier. 

•  Trim  costs,  add  asailalile  lines  to  hold  sales 
men.  comenlrale  on  service. 

•  Let  (cnlral  agency  know  what  von'ie  doing, 
successfully  or  not,  so  olheis  may  leain 


Ul  R  R  n  E  R 

T  T 

▲ 

Uleather-Rlaster 


«  Members:  NATIONAL  COMBINATION  STORM  WINDOW  &  DOOR  INSTITUTE,  INC. 

WARNER  WEATHER-MASTER 

COMBINATION  WINDOWS,  DOORS  &  PORCH  ENCLOSURES 

manufactured  by 

WARNER  MFG.  (ORP.,  JERSEY  CITY,  N.  J. 
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BUILDING  SPECIALTIES 


STEEL  CASEMENT 


A  DEM  YOU  CAN  !  MISSI 


ALL  CUSTOMERS  SATISFIED 
NO  INSTALLATION  NECESSARY 


BIG 


FIVE  V  ■  VI  REASONS  WHY 

You  Should  Sell 

BARKHART 

Aluminum  Storm  Panels  For 
All  Makes  of  Steel  Casements  * 


1.  A  tremendous  100%  to  200%  profit  on  a  twenty-five  year  proven  quality 
product  approved  by  EVERY  casement  manufacturer. 


2.  No  labor  installation  problem  and  no  costly  call  backs. 
Headaches  are  eliminated. 


3.  Only  three  standard  sizes,  fit  any  roto  casement  without  preparation. 
Interchangeable  with  standard  screens. 

4  Glazed  in  SECONDS  by  anyone  It's  the  easiest  panel  in  the  world  to  glaze. 

5.  Saves  80%  to  90%  of  heat  otherwise  lost  at  only  52%  of  cost. 


BUY  BEST. . .  BUY  BARRHART  STORM  SASH 


\i 


IMMEDIATE  DELIVERY! 

^Completely  Gloxcd  3  High  Fixed  Aluminum  Storm  Panel 
L  Mode  ond  Gloxcd  By  You  For  Only  $3  75  .  Mode  By  Us 

K  but  Glazed  By  You,  54  55 


SEND  FOR  SAMPLES  and  PRICE  LISTS 

Type*  Screen  or  Storm  Soeh  Sizes 

12  U-5e«23»2 

13  16->«ex36 

14 

Ask  About  Our  Special  Otter  On 
STANDARD  TYPE  13  SCREENS 
Bronze  Lacquer  Finish  Special  Wire 
For  ONLY  $1.22 


(ffjQ  A.  W.  BARNHART  CO. 

Manufacturers  and  Distributors  i,„, 

Steel'Aluminum  Storm  Sosh,  Screens,  Gloss  Joleusies, 
Combination  Units,  Etc.  - 


MAIN  OFFICE  AND  FACTORY 


Your  Business  will 
have  a  better 
chance  to  flourish 

promises  this  great 
new  business  guide 
by  J.  K.  Losser 


^•m.  J.  K.  has  virittrii  i 

new  fiiii'lt'huttk  fspetlally  for 
prcttirifttTs  anil  oiu-raturh  uf  sirull 
sliiffs.  fa<turif!».  and  ienl<r  lom- 
paint's  (hat  sixnvs  (u*w  to  Itiiv.  it'll, 
iiianitfat  tiire.  iNn'rati’.  oiutrul  .  .  . 
handle  all  parts  of  your  business 
better.  in  it.  yni  uill  rind  ai> 
aiiia/ina  liht  of  Uoi  and  tion'ts— 
itleati.  iiiethudi,  {Mtiiitt-rs.  to  help 
the  Binall  txipineabinan  ntd  only  st3y 
in  iMisiiit'bS,  but  al»«>.  inure  initH>r 
tai>(  make  a  satisfactory  profit.  In 
(he  f<trni  uf  chetk  llitu  arid  brief, 
fait  lilU-d  statementh.  the  IkwK 
r«iier»  t'xiTylhina'  from  huw  to  gel 
^iHtd  rt'iurds  and  rheik  a  itibtumer's 
•  redit  ...  Pi  huw  tu  train  next 
'alespf'tple,  atid  ia>  iHil  a  i»lan(. 
I‘rfsfiitd  extr>  M|i[K)rtiiiiiiy  for  build- 
me  huMiifM  exer>  luupimle 

HOW  TO  RUN  A 
SMALL  BUSINESS 

By  J.  K.  Lasser,  C.  P.  A. 

Adjuiut  Professor  »)f  Taxation,  Chairman, 
Instituie  on  ITdcral  Taxation, 

New  York  lYiiversilv 

350  pages,  6x9,  $3.95 


1001  profit¬ 
building  ideas 
on; 


TAXES 
RETAILING 
PRICING 
FINANCING 
MAIL  ORDER 
CREDITS 
etc.,  etc. 


Tills  h.H,k  I,  4  i. 
*  l.iu’iiahU,  endiifiiiK 
xxt'U  ktumr,  ili>p.  dim 
what  to  do,  but  al»> 
xTut  kuidin*.'  lundiiiiii'Nt 
iMi^itixfl.x  miiit  .ttes  ht> 
otlM'Ts  luxe  iiiadc.  f'*)X 
a<  tuimtinK.  oiieralmn. 
iuuuf>  friMo  bui*inf‘‘St'>, 


ahublf.  leallalit  iiuidi-  tn  »<»md, 
lm»iiM-tvb  maiiaKt'iiteiil.  In  l.aiixer'a 
:t(  I  stxlf.  ymi  are  )>h>'wn  nut  ttiil.v 
what  not  tu  xio.  The  Inaik  tMiints 
tail  of  Liouxl  prailice.  and  jiiHt  as 
>u  to  axoid  making  tiw*  llll'•lake'« 
xt-rs  liiaikelinK.  idanning,  flnamitik. 
and  MHttrul  (irovixling  tested  ledi 
.  large  and  amali. 


Ill  tills  Ittiok  .1.  K  l.a"si't 
Covers  ;lU  the  avenues  aini  !i\  • 
vN.tys  '  f'U  can  tollow  tor  txani 
inati  -n  of  your  hu-incss  in  all 
of  Its  pait-s.  Whether  >')ur 
\%h«ile  mctchanilisink'  proktrani 
!  neexl-  stien^theninK  or  vim  need 

j  a  iK-tter  kjraile  of  help-  whether 

you  arc  tr\ink'  to  hiiy  a  whole 
htisuie'i-  or  jU't  want  to  luiiM 
,  np  a  h-mhI  niatlinK  list  whether 

vou  conld  Unetit  fioni  niott  in- 
t.irTuatue  accounting  and  rec 
olds  fir  tr-un  iK-tter  li.:ht:n«  in 
yoLir  plant  the  KUid'nir  facts 
>ou  n<-ed  ate  here,  ftoni  the 
expenetu'e  of  a  man  who  has 
coiisulieil  tntini.itely  with  him 
I  dre<ls  of  I)Usines-»es.  1>  th  health) 

I  and  ailitiK- 

In  «\tr>  wa\  subject  mat 
ter,  class;tication.  treatment 
the  IhhiL  is  planned  and  wtitten 
I  to  j'lve  >'U  practical  inforina- 

jo.n.  i|uickly. 

For  the  ret.iil  ot  wlndesale 
liii'ine-ss,  the  small  plant,  the 
service  Company,  this  is  an 
I  unusual  lunik  —  an  aulumatic 

I  “nKinory”  for  the  plannei.  a 

■  stimulator  for  every  m.maner, 

;  and  most  of  ,ill  a  Kuule  for 

j  rverv  reader  who  wants  to  put 

1  his  business  firmly  on  the  ro.'ul 

I  t«'  steadv  progress  an«l  leason- 

able  profits. 


13  big  sections 

provide  scores  of 

ideas  on: 

•  How  to  Build 
for  Profits 

•  How  Best  to 
Handle  Your 
Credit  and  In¬ 
stallment  Sales 

•How  to  Buy 
an  Established 
Business 

•  How  to  Operote 
o  Store  Most 
Efficiently 

•  How  to  Make 
Profits 
in  Wholesoling. 
etc. 

•  How  to  Avoid 
Frauds  by  Em¬ 
ployees,  Cus¬ 
tomers  and 
Others 

•  How  Good  Tax 
Management 
Can  Increase 
Your  Net  Profits 

•  How  to  Finance 
Your  Business 

•  How  to  Plan  the 
Best  Insuronce 
Program  for 
Your  Business, 
Efc. 


Send  Order  and  Check  to: 

BUILDING  SPECIALTIES 


140  Highland  Street  •  PORT  CHESTER,  N.  Y. 


42S  Fourth  Avenue 


Telephone:  POrt  Chester  5*2320 


New  York  16,  N.  Y. 


December,  1951 
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,p.all  franch.ses  c 

to  sound,  ogg. 
,nizafions  with 
,n,pli$hme"‘ 


c4merica^  3ineH  aluminum  storm  sash 


FOR  EVERY  TYPE 
CASEMENT  WINDOW 


>  Guaranteed  by 
Good  Housekeeping 

_ ..wl'iJ' 


Seal?!! 


Nationally  advertised 


OWltiO*? 


ctOR*" 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that's  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


Here’s  why  leading  companies  prefer  Season-all  . . . 

ZJke  cAriitocrat  o/  Storm  Sa^h  ! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10??  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible  Jf 

winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a  U  h 

minimum  •  Provide  unsurpassed  all-weather  pro-  jjl^l 

tection  for  windows.  - — - -  ' 


Manufactured  by 

Aluminum  Fobrkating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Seoson-oll  Soles  Corporation 

_ _  146  Forty-sixth  St., 

ifif  ■  Pittsburgh  1,  Po. 


A  Season-all  dealer  is  a  successful  dealer! 
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BUILDING  SPECIALTIES 


Here*s  the  secret  to 

Positive,  Watertight  Framing 
and  More  Profits! 


It’s  the  permanent  watertight 
joint  you  get  uhen  you  install 
the  patented  new  ardi  e  Clamp- 
Down  Sink  Frame — popular  for 
the  new  vanity  top  lavatories  and 
regular  sink  tops. 

And  you  get  it  with  no  scrib¬ 
ing.  no  rabetting,  no  close  fitting, 
no  special  tools,  ardi  e  overlaps 
cover  a  full  '4”.  so  there's  no 
pop-up  at  edges  .  .  .  holds  any 
covering— linoleum,  plastic,  etc. 
.  .  .  can't  damage  covering  — 
ARDI  E  goes  on  after  the  cover¬ 
ing.  so  bowl  may  be  safely  and 
easily  rems'ved  without  damage 
to  frame  or  top. 

.Aluminum... choice  of  bright- 
finish  or  anodi/ed  to  order.  Fits 
sink-tops  s>f  -’4",  I" 

with  coverings  from  1  32"  to 
.See  your  nearest  chromtrim 
distributor. 

FRfEi  Catalog  and  price  list  of 
ARDii  Clamp-Down  Sink  Frames 
(and  fold-down  type). 


ARDEE 

Clamp-Down 

SINK  FRAMES 


As  you  can  see.  ardee  is  quickly 
and  easily  installed.  Here  the  tem¬ 
porary  corner  clamps,  supplied 
with  ARDEE.  have  been  hammered 
in  the  counter  opening  to  sup¬ 
port  sink  bowl  during  the  in¬ 
stallation. 


This  “under-the-counter"  view 
shows  the  bowl  and  frame  in  p<i- 
silion.  held  securely  in  place  by 
the  lugs,  making  a  waterproof 
sink  and  counter-covering  instal¬ 
lation. 


Made  by  the  makers  at  famous  CHROMTRIM 

R  D  WERNER  CO .  Inc  Oetit  8S.  295  Fifth  Ave  .  New  York  16.  N.  Y. 
R  0  Werner  Co.  (Canada)  Ltd  .  Oshawa.  Ontario 


ALL  TYPES  OF  CUSTOM 
METAL  ROLLED  SHAPES 


MADE  TO  YOUR  ORDER 


Mouldings 
Screen  Frames 
Structural  —  Trim 
Tubular 

Channels  — Slides 
Weatherstrips 
Jambs  —  Frames 


WRITE  -  WIRE  -  TELEPHONE 
MR.  VAN  FLEET  FOR  SPECIAL 
ORDERS  AND  PRICES  TODAYI 


The  SECURITY  COMPANY 


385  Midland 


TOwns  8-4585 


BUILDING  SPECIALTIES 

COVERS  ALL  THE  IMPORTANT  SUBIECTS! 

By  subscribing  to  it  you  assure  yourseli  of  keeping 
up-to-date  on  the  following:  better  selling  methods, 
installation  techniques,  management  details,  how 
to  sell  particular  specialties,  getting  and  holding 
good  salesmen,  advertising,  new  products,  and 
many  others.  Send  the  coupon  today!  Only  $3 
a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  enter  my  subscription  to  BUILDING 
SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  amount, 
n]  Enclosed  is  a  check  or  money  order. 


/  My  Name 


Position . 


(  Company . 
/  Address  . 


City 


.  State . 


Yes,  we  know  the  future  of  the  alumi¬ 
num  supply  is  blacker  than  the  ace  of 
spades  and  also  that  it  probably  won’t 
improve  for  some  time!  Hut  we’re  not 
crying  and  our  distributors  aren’t  moan¬ 
ing!  Why?  Because  we're  making  and 
selling  and  advertising  a  window  that 
makes  the  future  look  wonderful  I 


TRADE  MARK 


COMBINATION  WIND 

The  Guardian 
will  make  money 

for  you .  ^ 

Come  What  May! 


Complefely  self -storing  —  Ho 
changing  —  each  sash  slides  in 
its  own  track.  Engineered  for  a 
cwstom  fit! 


j  Weatherstripped!  Entire  window 
•  opening  is  protected  from  the 
elements  Keeps  heat  in 
drafts  out. 


^  Guaronteed  by 
^od  Housekeeping 

40V(ltlSID 


■Mn 

TIME 


Mode  of  cleor  Colifornia  Redwood, 
treoted  for  long  life! 

Sosh  slides  for  controlled  ventilotion, 
tike  regulor  house  window. 

Eosiest  to  demonstrote,  ond  eosiest 
to  operote  in  the  home 


SERVICE  AND  SALES  HELP! 
to  help  you  do  a  better  job 


Alumatic  experts  are  con¬ 
stantly  in  the  field  —  to  train 
your  personnel,  to  assure 
perfect  installations,  to  as¬ 
sist  with  your  sales  program. 


Guardians 

niXaxi  cdt^nlces 


WRITE  .  .  . 

W'RE  .  .  . 

PHONE  .  .  . 
for  fu'l  details 


I  am  in 

ti-ristc'd  in  hanjlini;  Cjuardian  Vi  indows. 

at 

Firm 

- 

** 

I  m  m 
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BUY  DIRECT  FROM  THE 
MILL«»<^SAVE/ 


CALIFORNIA  REDWOOD  MOULDINGS  AND 


LUMBER  to  manufacture  storm  windows  and  storm 
doors  sold  in  carload  lots  or  less. 


We  have  a  self-storing  window  and  can  set-up  your 
plant.  Approximate  lumber  cost  per  wl  ndow  $2.35. 
Approximate  lumber  cost  per  door  $4.45. 
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On  tlie  House  .  .  . 


This  department  has  been 
flooded  with  complaints  from 
legitimate  dealers  that  phony  ad¬ 
vertising  and  dishimest  practices 
by  a  few  combination  wind«>w  deal¬ 
ers  are  antaifoni/Jn};  the  public 
and  making  it  difficult  for  bonest 
dealers  to  do  business. 

Jjc  ♦  * 

Some  of  these  practices  are  per¬ 
fectly  leKal  but  result  in  irritatinjr 
prospective  customers  who  feel 
that  they  have  been  fooled  or 
tricked.  One  favorite  device  that 
.seems  to  be  KoiiiK  the  rounds  now 
is  to  offer  an  e.xcellent  type  of  alu¬ 
minum  window  for  an  absurdly 
low  i)rice  like  $14.1)5.  When  you 
look  clo.sely  at  the  advertisement 
you  find  that  the  size  of  the  win¬ 
dow  oflered  at  this  price  is  21  x  5(1. 
As  every  dealer  knows  this  is  an 
odd  size  and  is  most  unlikely  to  be 
in  demand.  When  the  customer's 
windows  are  measured  it  is  found 
that  “unfortunately”  they  are 
28  X  52  or  .some  other  normal  size 
and  that  the  jn'ice  of  combinations 
for  this  size  are  $55  to  $40.  For 
some  customers  the  Jump  from 
$14.05  to  $40  is  just  too  much  to 
take  and  they  come  to  the  conclu¬ 
sion  that  all  window  dealers  are 
fakers. 

4  ♦  ♦ 

.\nofher  dod>te  is  fo  advertise  an 
aluminum  combination  for  a  price 
like  $11.98,  This  is  .strictly  sucker 
bait.  The  customer  who  asks  for 
this  window  is  shown  a  very  un¬ 
attractive  and  trashy  sample.  Then 
the  salesman  makes  a  quick  switch 
and  demonstrates  the  window  that 
the  firm  really  sells  for  about  $55. 
If  the  customer  still  insists  on  the 
$11.98  window,  his  name  and  ad¬ 
dress  is  taken  down  and  a  dep(»sit 
is  demanded.  Several  weeks  later  a 
.salesman  is  sent  to  the  customer 
to  inform  him  that  the  $11.98  win¬ 
dow  is  “out  of  sl(K'k”  and  another 
effort  is  made  to  sell  him  windows 
at  the  normal  price.  If  the  custf>mer 
{Continued  on  Pn<je  44) 
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^  s  1  DISTRIBUTORS 

\  \/  ohJ  dealers 

riB 

^  ^  WW  ~ACE  INDUSTRIES  —  have  corroled,  just  for  you,  o  super  top 
grade  oil  redwood  picture  frame  storm  window  that  sells  for  the  unheard 
of  price  of  only  $5.72  (knocked  down). 

The  new,  oil  new,  Ace  Window  is  one  you  will  be  proud  to  handle. 
Rugged  in  construction  throughout  the  entire  unit,  it  is  engineered  for 
simplicity  in  ossembly  and  installation.  Your  profits  will  be  high  when  you 
carry  the  ACE  BRAND  on  your  storm  windows. 


K.D. 


•  Made  from  Top  Grade  Select  Redwood 

•  Cadmium  Plated  Hardware 

^CC  INDUSTRIES  COMPANY 

2908  Glenwood  Avenue  •  Phone  8-3211  •  Youngstown,  Ohio 


today; 


December,  1951 
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Aluminum  Mfrs.  To  Get  Only 
201^  Of  Base  For  1st  Quarter 


Combination  window  association  will  wage 
campaign  to  have  storm  sash  placed 
in  Group  II  which  gets  35% 


RKASSUKlXd  statements  about 
the  alumiiuim  situation  keep 
pouriiiK  out  of  W'ashinjrton  thick 
and  fast  these  days  but  a  close 
study  of  these  statements  indi¬ 
cates  that  what  seems  to  be  actual¬ 
ly  in  store  for  the  users  of  this 
metal  is  an  increasing  tightness  of 
supply. 

Foi-  the  fourth  (juarter  of  Ittol 
the  Combination  Window  Industry 
received  5..‘?50.1.‘k‘’.  pounds  (which 
includes  the  recent  additional  allot¬ 
ment  of  l,bO(),Ob()  pounds).  Accord- 
injr  to  the  Huildiiijr  Materials  Divi¬ 
sion  of  NPA  the  amount  allotted  for 
the  first  (piarter  of  1952  is  4.580.- 
000  pounds.  This  amount  is  ex- 
jH'cted  to  provide  manufacturers 
with  the  ecpiivalent  of  20  ])er  cent 
(if  their  1050  Inise  for  the  first 
ouarter. 


Some  slight  relief  will  be  afforded 
to  combination  window  manufac- 
tui'ers  by  the  transfer  of  the  h'lor- 
ida  shutter  manufacturers,  who 
shared  in  the  fourth  (piarter  allo¬ 
cation.  to  the  jirime  window  yi'rout). 
Also  about  80  firms  who  aiijilied 
and  received  allocations  in  the 
fourth  (piarter  have  been  clas.sed  as 
ineligible  to  receive  any  more 
aluminum. 

Situation  I'ncertain 

Mope  that  the  situation  would 
improve  in  the  .second  (piarter  has 
now  yiven  way  to  uncertainty  and 
much  depends  on  the  military  situ¬ 
ation  in  Korea  and  Piurojie.  Al¬ 
though  the  actual  supply  of  metal 
is  risinir.  the  demands  of  the  mili¬ 


tary  are  expected  to  ab.sorb  this 
new  capacity. 

•Meanwhile  the  Nl’A  has  divided 
the  “non-essential”  industries  into 
two  ^^roups.  Croup  1  ^^ets  55  per 
cent  of  its  base  while  Croup  II  jrets 
20  iier  cent.  Aluminum  storm  sash 
has  been  put  in  Crouji  II.  Strong 
efforts  are  beinj'  made  by  the  Na¬ 
tional  ('ombination  Storm  W'indow 
and  Door  Institute  to  have  storm 
sash  put  in  Croup  I  where  it  ob¬ 
viously  belouK-s — as  a  fuel  conser¬ 
vation  measure  if  for  no  other 
rea.son. 

In  order  to  provide  (*ven  the  small 
amount  allotted  for  'he  first  (piar¬ 
ter  NT*.\  has  had  to  make  a  deal 
with  Creat  I’ritain  to  swap  steel 
for  Canadian  al.iminum.  The  Hrit- 
ish  have  a^ivi'd  to  divert  22.045.- 
(Continurd  on  Page  43) 
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Give-Away  Novelties 


n 


Open  Doors  For  Your  Salesmen 


By  WILLIAM  SHEPPARD 
Sales  and  Advertising  Consultant 


Tart  III 

fConc/usfon  of  a  3-part  article  on  specialty 
advertising  whtch  began  in  the  October 
issue.) 

■pKSlDKS  this  atleiition-^rfttiiiK 
t'ac-tor  the  sjurialty  advertising 
cdiicei'iis  oiler  ,\  <iu  direct  mail  se)  V- 
ices  which  include  i)rintin}r  the  re¬ 
turn  address  on  tin*  envelope,  pro¬ 
viding  the  envelope,  addressinj*  and 
rnailinj;.  Thus  if  you  wanted  to  make 
.vour.self  very  well  known  to  a  yM’ouii 
<d'  l)uilders  you  could  select  a  tv  pe 
(d’  mailin';  piece  and  then  turn  over 
the  list  (d'  names  and  addresses  to 
the  concern  and  forjret  alxnit  that 
phase  <d'  your  adv  ertisiiifr. 

Sure.  I  know  that  it  takes  a  .sales¬ 
man  to  f!et  the  joli,  i)ut  if  Direct 
Mail  can  .save  him  enoufrh  time  to 
show  a  profit,  then  you  will  want  to 
use  it.  1'he  only  leal  way  you  can 
tell  is  to  liu.v  a  minimum  mailing; 
anil  try  it.  This  minimum  is  usuall' 
U*(i  names  a  month  for  a  year  and 
can  lie  done  for  aliout  a  dollar  a 
name  a  year. 

IMotters  are  u.sed  the  most  l»y 
Direct  Mail  adverti.sers  on  the  liasis 
that  a  lilidter  is  retained  liecau.se  it 
has  utility,  where  a  folder  is  dis¬ 
carded  casuall.v .  \\  ith  the  advertis¬ 
er's  me.s.sajre  is  usually  a  calendar 
for  one  month,  thus  Kivinjr  the  blot¬ 
ter  another  chance  to  do  its  adver- 


tisiny  for  a  month.  And  to  top  this 
off  you  can  jret.  for  a  surprisingly 
nominal  sum.  each  recipient’s  name 
printed  on  the  blotter  he  receives. 
This  type  of  advertising  beKius  to 
rival  a  .salesman's  call,  but  as  far 
less  cost. 

l!ut.  as  I  have  said  before,  this 
tyiie  of  advertisinjt  is  much  lietter 
directed  at  customers  and  iirospects 
who  can  jrive  you  repeat  business. 
If  you  have  much  of  this  type  of 
business,  you  should  inve.sti"ate  the 
specialtv  advertisinjt  Direct  -Mail 
.services  because  those  .services  will 
be  better  than  anythinjr  you  can 
prejiare  for  the  .same  money  and 
the  mailing  can  be  done  without 
botherinjr  your  own  office  force. 

.\dverf isint*  (lifts 

\\  hen  most  business  men  think 
of  specialty  advertisiiifr  concerns 
they  usually  think  of  the  novelties 
that  are  lioupht  to  {;ive  away.  When 
there  was  a  little  more  bloom  on  the 
ro.se  than  there  is  today,  the.se  nov¬ 
elties  were  l)ouf;ht  fieely  to  "ive 
away  freely.  Now  many  busine.ss 
men  ai'e  .sayinj;-.  “I  can't  <;ive  any¬ 
thing:  else  away  these  days.” 

That’s  all  very  well  and  ffood,  lint 
the  fact  remains  that  the  liusiness 
man  who  consideied  that  he  was 
"frivinjr  away”  the.se  novelties  as  a 
.suit  of  share  the  wealth  pro<;ram 
was  not  thinkin*;  about  them  cor¬ 
rectly.  .Advertising  novelties  aie  to 
be  used  to  stimulate  busine.ss.  Per¬ 
haps  they  are  ^iven  out  with  a 


"thank  you.”  l)Ut  often  they  are 
}>iven  away  oidy  when  an  order  is 
foithcomin<r.  Then  they  are  used  as 
a  wedj;e. 

With  individual  home  owners 
you.  of  course,  can  not  afford  much 
foi'  each  ydft.  When  I  was  an  ai)pli- 
cator’s  sales  manager  I  bouj;ht  a 
bunch  of  thimbles  with  our  com¬ 
pany's  name  and  address  on  them. 

I'ses  I'himhles 

Our  salesman  used  them  as  door 
openers  when  canvassiii};.  They 
cost  about  two  cents  a  jiiece  and  did 
(piite  well  in  KfttinK  the  door  ojien 
and  then,  of  course,  jnit  our  name 
and  address  in  the  home-owner’s 
hou.se.  Because  the.se  can  be  u.sed 
carelessly,  I  would  charjre  each 
.salesman  about  Ir  a  piece  so  that 
he  would  not  hand  them  out  to 
everyone. 

Karlier  in  this  article  I  told  you 
that  I  would  use  Playinjr  Caids  as 
a  sales  but  you  may  prefer  a 
thermometer  becau.se  its  cost  is  less 
and  it  does  tit  in  with  your  business. 
But  a  thermometer  will  never  jrtd 
your  customer’s  friends  to  talk 
about  you. 

Where  you  can  use  the  advertis¬ 
ing  to  he.st  advantaKe  is  aRain 
with  the  builders  and  architects  and 
lierhaps  the  city  otlicials  whose 
Roodvvill  you  have  found  helpful. 
For  them  you  can  select  anythitiR 
from  e.\i)ensive  leather  i)ieces  to 
(('oiifiniKd  (iti  Page  41) 


Home  Alarm 
Systems 

Every  home  owner  WANTS 
to  be  sold  on  this  product 


Photo  courtesy  Xattonaf  P.tard  of  Fire  I'ndrncritcrs 

Fire  is  the  silent  killer  of  home  owners  and  their  families. 
About  11,000  persons  died  in  fires  during  1951. 


By  HERBERT  N.  LEVY 
Fire-Lite  Alarms 


ly/TOST  dealers  prefer  to  handle  a 
product  that  is  “easy"  to  sell. 
Naturally  such  an  item  must  be 
one  that  has  jri’eat  appeal  to  the 
average  home  owner.  What  has 
more  appeal  to  a  man  than  a  device 
that  can  helj)  .save  his  loved  ones 
from  death  by  fire?  When  you  sell 
IIO.MK  FIRK  ALARMS  you  do 
more  than  merely  .sell  a  i)roduct. 
you  are  really  offering  i)rotection 
for  something  that  i)eople  prize 
above  all  else — their  very  lives! 
For  this  rea.son  you  can  be  certain 
that  when  your  salesman  sits  down 
to  talk  with  a  home  owner  the 
l)rospect  is  already  half  sold  on  the 
idea  him.self. 

Every  year  thou.sands  of  lives 
are  lost  as  a  result  of  fires  in 
homes  and  millions  of  dollars  worth 
of  property  k<>  up  in  smoke.  Durinjr 
Iflol  .some  ll.b(M)  per.sons  died  in 
fires  while  i)roperty  losses  amount¬ 
ed  to  <»()(). 

Undoubtedly  many  of  tho.se  who 
perished  in  blazinjr  homes  could 
have  been  saved  by  an  efficient  fire 
alarm  system  in  the  hou.se.  Fire 
alarms  do  not  turn  on  any  si^rink- 
lers  or  })our  water  on  the  flames. 


What  they  do  is  to  j^ive  the  occu- 
))ants  of  a  home  a  chance  to  prt’f  out 
of  the  buildinjr  in  time  to  .save 
themselves  and  possibly  the  house 
too. 

F'ire  is  a  silent  killer  that  de¬ 
pends  on  surprise  and  delay  to 
destroy  its  victims.  Most  ])rivate 
homes  are  ea.sy  to  escape  from  if 
there  is  time.  It  is,  after  all,  easy 
to  jret  out  of  a  tirst  story  window 
and  even  a  drop  from  a  second  story 
window  will  not  severely  hurt  the 
average  i)er.son.  Yet  hundreds  of 
persons  die  every  year  because 
they  do  not  even  ^et  a  chance  to 
leap  from  a  window.  They  die  be¬ 
cause  the  fire  has  taken  them  by 
surprise,  becau.se  there  is  too  lonjr 
a  delay  between  the  time  the  fire 


starts  and  the  time  they  di.scover 
it.  Often  they  are  rendered  uncon- 
.scious  by  the  superheated,  iM)i.son- 
ous  air  and  are  unable  to  help 
them.selves  when  the  flames  reach 
them.  Two-story  wooden  homes  are 
frequently  no  more  than  fire  traps 
and  their  dry  timbers  burn  quickly 
and  easily.  Usually  there  is  only 
one  .staircase  that  could  be  u.sed  a.s 
an  e.scape  from  the  ui)i)er  story. 

Unfortunately  the  stairca.se  is 
an  e.xcellent  chimney  and  the  mo¬ 
ment  a  bedroom  door  is  opened  a 
draft  is  created  that  sucks  the 
flames  and  inten.se  heat  up  to  the 
.second  .story  with  startlinjr  speed 
and  the  occupant  of  the  room  is 
likely  to  find  him.self  confronted 
(Cotifhincil  OH  Pdfff  3.5) 


A  home  fire  akrm  system  might  have  saved  loss  of  life  and  property  in  this  fire. 


Photo  courtesy  Satiouol  Hoord  of  l  ire  I  uditwriters 
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Offices  and  plant  of  Trim-A-Seal  of  Illinois  in  Chicago.  Note  the  company's  numerous  trucks. 

Chicago  Dealer's  Gross  Tops  $1  Million 


^MFF  'I’KFI »I-;AI’,  i)re.si(k‘iit  of 
Trim-A-Seal  of  Illinois.  Inc., 
and  Jerry  Stewart,  vice  pres.,  smile 
when  you  ask  them  how  their 
company's  k>''>ss  sales  zoomed  from 
for  the  last  thi’ee  months  id' 
to  over  a  million  dollars  a  year 
at  ))re.<ent.  Mostly,  they  feel  it  was 
a  combination  of  hard  work.  liberal 
and  consiste!it  advertising,  confi¬ 
dence  in  the  window  they  as.semble 
and  .sell  as  well  as  orKanizin^'  and 
sales  ability. 

The  company  was  formed  in  .An- 
p-iist  l!t  l!»  when  Cliff  Trudeau,  sales 


liromoter  and  businessman,  Jerr\' 
Stewart,  an  engineer  with  win¬ 
dow  makin^f  know-how,  and  Dick 
Bryant,  salesman,  joined  forces. 
With  Stewart  operating  the  fac¬ 
tory.  consistinjr  of  .square  ft., 

a  half  dozen  machines  ami  five  em- 
ployets.  Trudeau  and  Bryant  de¬ 
voted  themselves  to  .selling. 

Under  Trudeau's  direction,  and 
with  Bryant’s  assistance,  the  sales 
dei)artment  e.\i)anded  rapidly.  At 
first  a  few  canvassers  were  hired 
and  trained  to  make  api)ointments 
for  Trudeau  and  Bryant  who  clo.sed 


One  of  the  many 
apartment  build¬ 
ings  in  Chicago 
equipped  with 
aluminum  combi¬ 
nation  windows 
by  Trim-A-Saal 
of  Illinois.  The 
company  has  a 
fixed  policy  of 
going  after  large 
apartment  houses 
and  institutions 
whenever  pos¬ 
sible. 


the  sales.  (Jradually  more  closers 
were  added  until  at  the  end  of  a 
year’s  operations  the  .sales  force 
consisted  of  eighteen  canvas.sers 
and  fifteen  closers. 

To  keep  pace  with  this  active  and 
successful  sales  force,  Trudeau  and 
Stewart  found  it  necessary  to  en¬ 
large  their  as.sembly  plant.  The  fac¬ 
tory  was  moved  to  new  and  larger 
quarters  at  472.'?  N.  Pulaski  Rd.. 
Chicago,  whei'e  lO.OdO  square  feet 
of  sj)ace  was  available.  More  ma¬ 
chinery  was  added  and  the  number 
of  employees  jumped  to  20.  Twelve 
installation  mechanics  and  two 
checkers  were  hired.  Six  new 
trucks  were  purchased  and  two 
trucks  and  a  station  wagon,  with 
mobile  ijhones,  were  added  to  han¬ 
dle  service  only. 

Ti  udeau.  Stewart  and  their  asso¬ 
ciates  are  strong  believers  in  con¬ 
sistent  advertising.  Company  ads 
appear  about  three  times  a  week  in 
all  the  Chicago  pai)ers  including  the 
Tribune.  Herald-American.  Sun- 
Times,  and  Daily  News.  The  ads 
run  from  20b  to  400  lines.  Leads 
{('nufiillH  /I  OH  Pllfli  10) 
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Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


^  AN  EXCLUSIVE 

WURTZILITE 
FORMULA 

The  CARBO-TEX  formula  is  the  result  of  years 
of  research  and  experiment.  It  is  composed 
of  selected,  protective  oils,  combined  with 
long-lasting  mica  and  asbestos.  In  addition, 
CARBO-TEX  is  the  only  exterior  wall  coating  ^ 
:ontaining  WURTZILITE.  a  remarkable,  natural  | 
mineral  iHibber  that  adds  to  the  resiliency  and  I 
flexibility  of  the  coating,  thereby  assuring  j 

SOLD  WITH  10-YEAR  I 

thickness  to  obout  10  COATS  of  ordinary  paint.  S 
REPLACEAAENX  ...  It  adheres  to  the  wall  surfaces  to  which  > 


GUARANTEE 


“ill  not  powder  or  crack. 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone:  DIgby  9-3170 


A  New,  Longer  Lasting 
Surface,  Pressure -Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 

Protective  Coatings  is  Corbozite's  business  .  .  .  and 
Has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  wa'erproof  compounds  endorse  and 
recommend  Carbozi'e  produc's  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Paste!  Colors,  applied  by  powerful 
aV-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality.  CARBO-TEX  dependability 
means  greater  profit  for  you  .  .  .  more  satisfaction 
for  your  customer. 


Carbozite  Protective  Coatings,  Inc. 
101  Cedar  St.,  New  York  6,  N.  Y. 

Please  send  information  regording 
franchises  and  available  territories. 
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BUILDING  SPECIALTIES 


Asbestos  Cement  Siding 


Part  II 

(Concluiion  of  a  two-part  article  which 
began  in  the  November  issue.) 


CAl'LKINd — At  the  time  the 
asbestos  shingles  are  put  into 
plaee,  caulkinji:  compound  should 
he  ai)i»lied  as  a  beddirijr  for  them  at 
all  corners  and  wherever  they  butt 
against  wooden  trim,  masonry  or 
other  materials,  (’are  must  be 
taken  in  applyinjr  the  compound 
to  avoid  smearinjj  the  face  (d'  the 
shingles. 

(’orner  Treatment — For  a  lapped 
joint  at  corners,  place  a  whole 
single  atrainst  each  sidewall.  Mark 
and  cut  the  adjoininjr  vertical  edges 


Lath  or  beveled  strips  are  used  to  fill 
out  the  wall  surface  under  the  butt 
edges  of  existing  siding.  Lath  may 
be  used  as  a  cant  strip  at  the  bottom 
of  the  sidewall. 


Caulk  jambs  carefully  before  applying 
shingles.  New  staff  mouldings  should 
be  applied  when  needed. 


at  the  building  corner  to  form  a 
lapped  corner  joint,  and  smooth 
edges  with  a  file.  (Because  of  the 
pitch  of  the  shingles,  the  corner 
cut  for  a  lapped  joint  is  not  at  a 
true  right  angle  to  the  top  and 
bottom  edges.)  Corner  joints 
should  be  lajjped  to  the  left  and 
right  in  alternate  courses.  Bottom 
expo.setl  edges  of  each  course  on 
adjoining  walls  should  meet  at  cor¬ 
ners. 

For  an  exterior  corner  where 
wood  corner  strips  are  to  l)e  u.sed, 
prime  coated  strips  should  be 
nailed  in  place,  then  finish  painted. 
Edges  of  shingles  butted  against 
trim  should  be  .set  in  caulking  com¬ 
pound. 

Where  metal  corner  beading  is 
u.sed  for  inside  or  outside  corner 


Where  existing  siding  butts  are  un¬ 
usually  thick,  it  may  be  necessary  to 
use  double  beveled  nailing  strips.  Note 
10'2-inch  centers  for  nailing  the  as¬ 
bestos-cement  shingles. 


Wherever  necessary,  renew  flashing 
over  window  and  door  openings  Caulk 
at  these  points  before  putting  shingles 
in  place. 


treatment,  the  beading  is  nailed  in 
place  and  the  shingles  butted 
agminst  or  fitted  into  the  moulding. 

Nails  and  Nailing — Do  not  drive 
nails  beyond  a  firm,  flush  contact 
with  the  surface  of  the  asbestos 
siding. 

The  corrosion  treatment,  non¬ 
staining  face  nails  supplied  by  the 
asbe.stos  siding  manufacturer  are 
for  u.se  in  the  i)re-punched  holes  in 
the  lower  j)art  of  each  .shingle, 
('oncealed  head  nails,  for  use  in  the 
upper  row  of  pre-punched  holes, 
should  be  of  hot  dipped  galvanized 
steel  or  other  steel  metal  which 
will  not  disintegrate,  ru.st  or  .stain 
the  face  of  the  siding.  Preferably 
of  needle  point  .style,  they  should 
be  long  enough  to  penetrate  at 
least  ‘'i-inch  into  the  nailing  base. 


Felt  underlayment  should  be  lapped 
2  inches  af  horizontal  joints  and  6 
inches  at  vertical  joints.  Lay  only 
enough  felt  for  the  day's  coverage  of 
shingles. 


This  sketch  shows  the  dimensions  and 
nail  placements  for  an  asbestos  shin¬ 
gle.  Backer  strips  are  supplied  with 
the  shingles. 


December,  1951 
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'  Application 

From  Data  Furnished  By 

Asbestos  Cement  Prod.  Assoc. 

GALVANIZED  NEEDLE  POINT 
NAILS 


Galvanized  steel  pointed  nails  are  rec¬ 
ommended  tor  head  nailing;  they  are 
supplied  by  the  applicator.  Face  nails 
come  with  the  shingles. 


When  a  shingle  cutter  is  not  available, 
asbestos-cement  siding  shingles  may 
be  scored  with  a  sharp  instrument  as 
shown  and  broken  on  the  score  line. 


Circular  and  odd  shaped  cuts  may  be 
made  by  punching  a  series  of  holes 
about  ’  8-inch  apart  and  then  knock¬ 
ing  out  the  outlined  piece. 


To  make  a  lap  joint,  place  a  whole 
shingle  against  each  sidewall  as  shown, 
mark  for  lapping  and  cut  to  compen¬ 
sate  for  pitch  of  wall. 


Bend  a  backer  strip  around  corner 
under  shingles,  or  protect  corner  with 
a  12-inch  strip  of  underlayment  felt, 
six  inches  on  each  side. 


After  1st  course  is  in  place  apply 
succeeding  courses  similarly.  Observe 
how  corner  joints  are  lapped  left  and 
right  in  alternate  courses. 


ffalf-shingles  are  used  to  start  alter¬ 
nate  courses.  They  may  be  cut  from 
whole  shingles,  with  new  nail  holes 
punched  as  indicated. 


Wood  corner  boards  or  metal  corners 
may  be  used  instead  of  lapping  the 
asbestos  shingles.  Work  to  chalklines 
in  all  applications. 


Mark  and  cut  shingles  carefully  for 
fit  around  windows.  Apply  non-stain¬ 
ing  caulking  compound  before  putting, 
on  shingles. 


For  new  work.  1 '  (-inch  nail.s  gen¬ 
erally  are  recommended.  P'or  re¬ 
modeling  joh.s.  iy(-inch  or  2-inch 
nail-s  u.sually  are  employed.  About 
one  pound  of  2-inch  nail.'^  are  re¬ 
quired  per  .square  of  .siding.  In  new 
work  it  i.s  well  to  plan  on  •*'(.  pound 
of  lir-inch  nails  per  .square. 

Tlie  upper  row  of  pre-punched 
nail  holes,  approximately  'H-inch 


below  the  top  edge  of  the  shingle, 
is  covered  by  the  overlap  of  the 
succeeding  cour.se.  Thus,  the  term 
“concealed”  or  “head”  nailing. 

The  lower  row  of  pre-i)unched 
holes,  for  expo.sed  or  face  nailing, 
i.s  inches  below  the  top  edge 

of  the  shingle.  In  ajjplication  the 
holes  re.st  on  the  top  edge  of  the 
next  lower  course  of  shingles,  thus 


providing  a  guide  for  the  l':>-inch 
head  lap.  1  hey  are  just  off  line  with 
the  concealed  nail  holes  and  are 
smaller  in  diameter. 

For  applying  asbestos  shingles 
over  insulating  board  sheathing, 
gypsum  sheathing  or  thin  i)lywood, 
special  .self-clinching  types  of  fas¬ 
teners  and  patented  metal  holding 
(Cnutimn'd  OH  Pafie  38) 


nr  5':i!inicn‘^  -i  4!«nj_Q 


—  .Ml  phi>t<>s  courti  sy  lirick  S  Sial  />it  ,  Dtivutt  i  M 

Exterior  brickwork  of  this  house  at  Lake  Success 
beautified  and  weatherproofed  with  a  re-surfacer. 


The  magnificent  stucco  residence  shown  at  the  left  was 
completely  refinished  with  a  white  masonry  re-surfacer. 


Interested  in  a  highly  profitable  business  that  requires  practically 
no  investment  and  is  free  from  material  shortages?  Try 


Masonry  Re-surfacing 


nou.st^s  to  the  va.st  number  of  brick 
and  .stucco  homes  built  in  the  past 
it  is  obvious  that  there  is  a  tre¬ 
mendous  market  for  the  dealer  who 
jroes  into  the  masonry  restoration 
and  resurfacinpr  business. 

In  a  period  like  the  i)re.sent  when 
many  dealers  find  their  sales  vol¬ 
ume  dropi)in)r  because  of  a  short¬ 
age  of  metal  i)i’oducts  any  business 
that  (a)  is  very  profitable,  (b) 
requires  i)ractically  no  investment, 
and  (c)  involves  n(»  application 
problems  whatever  is  certainly 
woi'th  lookinjr  into. 


Short  of  .sand  blastiiiK,  an  expen¬ 
sive  and  messy  procedure,  there  is 
no  way  to  really  clean  brick  and 
this  method  is  therefore  never  used 
by  home  owner.  In  addition  the 
mortar  between  the  bricks  of  many 
older  hou.ses  tends  to  deteriorate 
and  allows  moisture  to  seep 
thidutrh  the  wall  with  consequent 
damage  to  interior  plaster  and 
woodwork. 

The  owners  of  stucco  homes 
have  similar  ditticulties.  tienerally 
the  stucco  has  been  api)lied  over 
the  siding  of  a  frame  house.  As  the 
house  .settles  (»r  as  various  beams 
and  wooden  parts  warp  or  distort 
as  a  result  of  continuous  expansion 
and  contraction,  the  stucco  cracks 
or  breaks.  Even  a  fine  hairline 
crack  can  result  in  considerable 
damage  since  moisture  will  enter 
such  openings  in  the  surface  and 
the  chemical  reactions  that  result 
cause  rapid  deterioration  in  the 
stucco.  The  cement  used  in  stucco 
(('inithuicd  on  Poffe  37) 


From  Data  Furnished  By 
Brick-N-Seal  Division 
Dewotex  Manufacturing  Co. 
New  York,  N.  Y. 


IF  you  make  a  careful  study  of 
your  territory  you  will,  in  all 
probability,  find  that  a  fair  sized 
proportion  of  the  private  homes  are 
i)uilt  of  brick  or  have  brick  veneers 
or  stucco  facings.  The  projHU'tion 
of  such  residences  as  comj)ared 

with  wooden  housing  varies  ac-  • 

cording  to  the  section  of  the  coun¬ 
try.  In  recent  years  there  has  been  To  have  an  understanding  of 
a  tremendous  increa.se  in  the  num-  the  nature  of  this  busine.ss  one 
ber  of  homes  built  of  concrete  must  understand  what  hajipens  to 
block,  and  cinder  block.  Inqirove-  the  surface  of  stucco  and  masonry 
ment  in  the  technique  of  stucco  buildings  as  they  age.  Brick  tends 
aj)|)lication  has  resulted  in  the  in-  to  become  grimy  with  age  espe- 
creasing  u.se  of  this  tyjie  of  ex-  cially  in  tho.se  parts  of  the  country 
ternal  finish  on  thousands  of  new  where  there  are  industrial  fumes 
homes.  When  you  add  these  con-  or  where  dust  and  dirt  are  con¬ 
crete,  cinder  block,  and  stucco  stantly  stirred  by  vehicular  traffic. 


beaten  and  disintegrating.  Then  it  was  resurfaced.  Splendid 
results  are  shown  in  "After”  photo  at  the  right. 


"Before”  and  "After”  photos  of  the  Virginia  plant  of  th« 
Coca-Cola  Bottling  Co.  Original  masonry  was  badly  weather- 


2  new  distinctive 


ivery 


Heavy-duty  BULLNOSE 
OUTSIDE  CORNER  CAP 
(available  tor  right 
or  left  hand  returns) 


Heavy-duty  BULLNOSE  CAP 


UNDERGATED 


'H€Ut/i  complete  line 
of  tiles  sells  the  most 
discriminating  buyer 


SuUno** 


»ul.no.e  Ou,.i-.Co— 


These  new  tile  pieces  feature  broad 
butted  edges  for  easy  installation  .  .  . 
beveled  edges  for  a  softer,  tutteil  appear¬ 
ance.  Their  generous  depth  gives  a  truly 
finished  appearance  and  added  beauty  to 
every  installation.  For  fast  turnover  add 
these  sensational  newcomers  to  the  popular 
line  of  Cerrnak  plastic  wall  tiles. 


Outsido  Cornar 


Out.id.  C.rn.r  Strip*  ,).ld 


Outsido  Cornor 
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BUILDING  SPECIALTIES 


Beef  Up  That  Drooping  Sales  Volume  With 

Casement  Storm  Sash 


While  it  is  true  that  the  majority 
of  the  5  million  new  homes  built 
since  the  end  of  the  war  have 
double  hunjf  w(mkI  w  indows,  a  larjje 
proportion  of  these  houses  have 
steel  casements.  There  has  thus 
deveh*ped  in  the  past  five  or  six 
years  a  vast  market  for  casement 
storm  sash,  a  market  which  many 
dealers  are  still  neulectinK.  Because 
casement  storm  sash  and  screens 
offer  the  alert  dealer  so  many  <>p- 
portunities  for  profit,  the  editors  of 
this  publication  have  decided  to 
publish  a  series  <»f  articles  analy/- 
in};  the  various  types  available  and 
how  they  are  applied.  Whatever  is 
said  in  this  series  about  st(»rm  cash 
and  screens  for  casements  applies 
equally  well  to  awning  and  ranch 
windows  since  the  latter  are  storm 
sashed  in  the  same  manner  as 
casement  windows. 


(Firsf  of  0  series  of  3  articles  on  casement 
store  sash  and  screens.) 

SINCK  these  articles  are  intended 
primarily  for  tho.se  dealers  who 
have  concentrated  on  other  prod¬ 
ucts  up  to  now  and  are  therefore 
not  entirely  familiar  with  the  vari¬ 
ous  t.vpes  of  ca.sement  storm  .sash 
and  .screens  now  available,  let  us 
list  the  three  kinds  that  will  be 
di.scu.s.sed  in  this  and  in  the  fol¬ 
lowing  articles. 

There  are  three  basic  types: 
l.The  “clii)-on”  or  fixed,  sin^rle 
unit  storm  jianel  and  .screen 
which  is  installed  INSIDE  the 
casement. 

2.  The  two-panel  storm  sash  and 
screen  which  slides  or  rolls 
horizontally  like  the  doors  of 
a  show  case  and  is  installeil 
INSIDE  the  ca.sement. 

.‘L  The  single  panel  storm  sash 


At  left  is  a  typical  steel  case¬ 
ment  window  protected  by  two 
clip-on  aluminum  storm  sash. 
Each  storm  sash  panel  com¬ 
pletely  covers  the  casement 
vents.  Panel  at  left  has  hopper 
type  ventilator  which  opens  in¬ 
ward  towards  the  room.  Weath¬ 
er-seal  around  edges  of  storm 
sash  prevents  infiltration  of  air. 
Seal  is  notched  to  permit  free 
operation  of  locking  handle  of 
casement. 


. . .  /..  S  II  ;i  Mi.,.  Crl 


which  is  installed  permanently 
on  the  OUTSIDE  of  the  case¬ 
ment  vent  and  moves  with  it. 
We  will  di.scu.ss  the  clip-on  type 
in  this  article  leaving  the  second 
and  third  tyi)es  for  succeeding: 
issues. 


One  of  several  types  of  clips 
used  to  hold  casement  storm 
sash  and  screen  in  place. 


I>, 1,1  t  im:  ,  ,  <,il 

The  clip-on  storm  .sash  prcts  its 
name  from  the  small  but  efficient 
clips  which  are  used  to  attach  it  to 
the  casement.  It  consists  of  a  sheet 
of  sinyde  or  double  thick  jrlass 
framed  in  metal.  Oenerally  the 
metal  is  an  extruded  aluminum  .sec¬ 
tion  although  rolled  .steel  is  al.so 
u.sed  and  lately,  because  of  the 
metal  shortage,  wood  has  been  em¬ 
ployed  quite  successfully. 

Ilecau.st*  of  its  1  i  k  h  t  n  e  s  s 
strength,  durabilit.v,  resistance  to 
corrosion  and  non-rusting  ])roper- 
ties,  aluminum  has  been  the  fa¬ 
vored  metal  of  most  manufactur 
ers.  The  frame  sections  usually 
have  two  jrrooves  or  channels,  one 
for  trlazinjir  and  the  other  for  a 
rubber  or  felt  weather  .seal  which 


Shown  at  the  right  is  one 
of  the  larger  standard 
sized  steel  casement  win¬ 
dows.  It  is  covered  by 
three  aluminum  storm  sash 
which  also  come  in  stand¬ 
ard  sizes  to  fit  such  win¬ 
dows.  This  type  of  case¬ 
ment  has  a  fixed  life  in 
the  center  and  3  smaller 
fixed  lites  at  the  top.  The 
entire  surface  of  the  prime 
window  is  covered  by  the 
3  storm  panels.  Weather 
seal  in  this  case  is  rubber. 


From  Data  Furnished  By 
L.  S.  Wilson  Mig.  Co. 
Universal  Fabricators 
A.  W.  Barnhart  Co. 


runs  around  the  perimeter  or  outer 
edjre  of  the  aluminum  frame. 

tllazinjr  is  aecomi)Iished  in  vari¬ 
ous  ways.  The  kIhss  may  be  set  in 
rubber  or  fixed  in  its  KJ'oove  with 
splines  and  .sealed  with  jrlazinK 
compound.  In  addition,  the  jrlass 
may  be  protected  by  strips  of  cork 
at  the  bottom  of  the  frroove.  Since 
steel  ca.sement  windows  almost  al¬ 
ways  have  Raps  or  cracks  around 
the  vents  that  may  even  be  as 
lar^e  as  '  (.-inch  as  a  result  of  dis¬ 
tortion  of  the  steel  frame  during 
installation,  there  is  usually  exce.s- 
sive  heat  lo.ss  through  these  open¬ 
ings  as  well  as  unpleasant  drafts  in 
cold  weather. 


The  purpose  of  the  weather  seal 
around  the  edge  of  the  clip-on 
storm  sash  is  to  guard  against  this 
heat  loss  and  excessive  air  infiltra¬ 
tion.  It  al.so  acts  as  an  insulator 
since  it  i)revents  the  aluminum 
sash  from  touching  the  steel  of 
the  casement  and  thus  prevents 
heat  lo.ss  cau.sed  by  metal-to-metal 
contact. 


The  weather.seals  and  frames  are 
.so  made  that  the  glass  of  the  .storm 
sash  is  a  full  inch  away  from  the 
glass  of  the  ca.sement  window  when 
in.stalled.  This  one-inch  space  be¬ 
tween  the  two  windows  is  consid¬ 
ered  es.sential  to  the  maximum  effi¬ 
ciency  of  the  clip-on  storm  sash. 

The  average  steel  casement  is 
easily  covered  by  two  storm  panels. 
While  it  is  po.ssible  to  cover  the 
entire  ca.sement  with  one  large 
storm  window,  experience  has 
shown  that  two  smaller  panels  are 
much  more  convenient  and  easier 
to  handle  .  Moreover  with  two 
panels  access  to  the  two  locking 
handles  on  the  center  bar  of  the 
ca.sement  is  easily  obtained.  This  is 
possible  because  the  storm  panels 
do  not  cover  the  center  rail  or  bar 
although  their  weather  .seals  do. 
However,  where  the  weather  .seals 
overlaps  the  center  rail  .so  far  that 
they  interfere  with  the  Iwking 
handles,  it  is  extremely  ea.sy  to 
notch  or  cut  them  to  accommodate 
the  handles.  This  is  al.so  done  in 
those  ca.ses  where  the  .seal  may 
overlap  the  rotor  or  lever  mecha¬ 
nism  that  operates  the  vents  (mov- 

(Contiinifd  on  Parjc  .31) 


At  the  left  are  aluminum 
casement  screens.  They 
are  installed  in  the  same 
manner  as  casement  storm 
sash  and  the  same  clips 
are  used  to  hold  them  in 
place.  They  do  not  inter¬ 
fere  with  the  locking  han¬ 
dles  or  with  the  operation 
of  the  rotor  mechanism 
that  moves  the  casement 
vents.  The  changeover 
from  screens  to  storm 
sash  is  accomplished  in  a 
few  minutes  and  can  be 
done  by  any  housewife. 


NATIONWIDE 


Thermopl6x(K'  installed  with 
minimum  of  tools  and  skill 


may  be  done  from  inside  ond  has 
automatic  accommodotion  for  expo 
sion  and  contraction  of  building,  pr 


THERMOPLEX«  it  new 
lo  the  Storm  Sath 
field  in  every  way. 

It  wot  developed  out 
of  experience  gained 
during  World  War  II 
when  plastics  proved 
themselves  for  ^ 
superior  under 
cenam  conditions 
and  outperformed 
every  other  material. 
The  extreme  tests 
given  THERMOPLEX*' 
in  many  months 
of  gruelling  labor¬ 
atory  conditions 
open  wide  a  new 
source  of  supply 
abundant  with 
features  years 
ahead  of  the  field. 
THERfMOPLEXi  it 
truly  a  miracle 
of  modern  science 
the  STORM  WINDOW 
Reid  has  long 
awaited. 


CORPORATION 


strength. 


Less  than  3%  of  the  some  50*million  homes  in  the  U.  S.  are  equipped  with  Storm  Window  Combinations.  Because 
of  its  design-engineering,  mass-production  methods  ond  raw  materia!  availability,  ThermoplexC^  will  serve  much 
of  this  vast,  untapped  market. 
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AT  LAST!  A  PRACTICAL  PIJ 
WINDOW  . . .  MASS  PR0Dli& 
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STIC  COMBINATION  STORM 
:D  FOR  THE  MASS  MARKET! 


For  the  first  time,  a  storm  window  of  plastic  is  reality!  Developed  after  long 
and  painstaking  research  and  experiment  to  meet  every  demand  of  dealers 
and  customers — and  including  modern  features  no  other  material  offers!  For  example, 
Thermoplex®  window  frames  do  not  conduct  heat  or  cold,  hence,  they  cannot 
cause  heat-loss  or  cold-seepage  with  resultant  sweating  due  to  condensation!  That's 
just  one  advantage  of  Thermoplex®.  Among  others  are  lighter  window-load  (as  much  as 
58%  lighter!)  with  equal  strength  ...  no  maintenance,  EVER  .  .  .  completely  proof 
against  corrosion,  oxidation,  deterioration  from  water,  heat  or  cold;  won't  fade  or 
discolor  and  wipes  new-clean  with  a  damp  cloth.  In  every  way,  Thermoplex®  gives 
more  of  the  features  most  wanted.  Yes,  tomorrow's  wonder-window  is  here  today! 


Dealers  will  appreciate  Thermoplex(^’  as  much  or 
more  than  their  customers.  For  among  the  exclusive 
features  in  Thermoplex(U)  are  important  factors  os 
these;  You  can  install  Thermoplex(^  from  inside  so 
there's  no  ladder-work.  It's  the  only  window  made  in 
self-locking  sections.  Takes  for  less  space  for  inventory 
because  parts  for  window  types  ore  interchangeable. 
Installations  ore  spotlessly  clean.  Here's  a  "KD"  opera¬ 
tion  that's  more  profitable  because  of  Thermoplex(K)  unusual  design. 
Thermoplexv^  casements,  clip-on  casements  ond  double  hung  combina¬ 
tions  are  coming  off  the  productions  line  fast  —  welcome  news  to  the 
storm  window  field. 


Thermoplex(^  has  soles  features  that  are  the  dream  of  your  staff.  The 
silky-smooth  movement  of  the  sashes  that  raise  or  lower  to  any  extent 
.  .  .  the  beauty  and  feel  of  Thermoplex(j^  .  .  .  the  dynamic  color 
that's  been  built  in  to  the  material,  not  added  to  the  outside  .  .  . 
colors  thot  sell  the  product.  Perfect,  positive  weother 
insulation  with  triple-track  inserts  that  never  need 
lubrication  for  free  slide  yet  stay  locked  in  position! 

For  the  salesman  and  his  customer,  Thermoplex(^ 
is  the  window  .  .  .  worth  waiting  so  long  for.  :* 


NATIONWIDE  CORPORATION 
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Sales  Volume  Depends 
On  Cold  Canvassing 


rpi.MK  chanj(t*s  t*vt‘rythiiijj.  Ideas 
tliat  were  regarded  as  fantastic 
a  few  short  years  ayo  now  occupy 
a  secure  and  necessary  corner  in 
our  modern  scheme  of  things.  Peo¬ 
ple  too.  change  with  time.  As  they 
jrrow  older  and  wi.ser.  they  see  the 
necessity  of  keepin>r  abreast  of  the 
times.  Their  ideas  and  hal)its  be¬ 
come  more  fle.xible  so  that  they  can 
be  adapted  to  chanjrinjr  thought 
and  situations.  Unless  a  person 
realizes  that  new  conditions  re- 
(piire  new  approaches,  the  world 
will  sweep  by  him  and  he  will  be 
left  in  the  dust. 

It  wasn’t  .so  long  ago  that  the 
specialty  industry  was  a  beautiful 
bouncing  baby.  The  idt'a  of  door  to 
door  .solicitation  for  home  mainte¬ 
nance  busine.ss  was  a  radical  de¬ 
parture  from  the  practices  of  all 
the  other  branches  of  the  home 
maintenance  industry  and  because 
it  was  new.  peoi)Ie  didn't  <piite 
understand  what  it  was  all  about. 

Smooth  Salesmen 

A  smooth,  fast  talking  salesman 
would  come  along  and  draw  a  beau- 
tiful  wonl  jiicture  of  their  old.  com¬ 
fortable.  weather  beaten  home  be¬ 
ing  transformed  into  a  beautiful 
castle  merely  by  putting  on  storm 
sash  or  siding. 

Almo.st  everybody  on  a  street 
was  a  potential  customer  to  this 
type  of  salesman.  If  they  demurred 


a  bit  and  offered  sales  resistance, 
he  could  afford  to  pack  up  his  brief 
case  and  go  in  search  of  another 
“l)at.sy”  becau.se  there  was  always 
a  i)at.sy  just  around  the  corner. 

(’ustomer’.s  Knowledge 

Well,  the  day  of  the  “patsy”  is 
gone.  The  time  is  at  hand  when  the 
prospective  client  that  con.sents  to 
.see  your  .sale.sman  has  had  quota¬ 
tions  by  the  .score.  He  knows  to  the 
inch  how  many  .squares  his  house 
will  take.  He  can  talk  glibly  and 
endlessly  on  the  relative  merits  of 
almost  every  window  or  siding  on 
the  market.  He  knows  within  a  few 
dollars,  what  is  a  fair  price  for  a 
new  roof  or  siding.  Salesmen  in  the 
single  indu.stry  will  henceforth, 
with  few  e.xceptions,  encounter 
luosjiects  who  will  offer  unusually 
difficult  .sales  resistance. 

It  therefore  behooves  the  for¬ 
ward  looking  contractor  to  e.xamine 
his  sales  force.  If  he  has  put  major 
emphasis  and  energy  on  his  appli¬ 
cation  deiiartment,  in  the  belief 
that  somehow  the  salesman  would 
bring  in  new  contracts  when  his 
mechanics  had  caught  up  with  his 
present  work,  then  the  time  has 
come  for  a  change. 

The  .salesman  is  the  most  impor¬ 
tant  man  in  your  organization.  He's 
the  fellow  that  starts  the  ball  roll¬ 
ing.  Unle.ss  he  is  doing  his  job  suc¬ 
cessfully,  you  can’t  operate.  The 
kind  of  salesman  you  employ  and 


his  ability  to  produce  good,  clean, 
profitable  .sales,  are  the  determin¬ 
ing  factors  that  will  decide  what 
color  of  ink  you  will  u.se  when  the 
time  comes  to  draw  up  a  profit  and 
lo.ss  statement  at  the  end  of  the 
year. 

When  the  word  “salesman”  is 
mentioned,  I  know  the  picture  that 
flashes  through  your  mind.  It  is  a 
mental  i)icture  of  that  “live  wire” 
in  your  organization  that  can  be 
counted  on  every  week.  The  problem 
goes  much  deeper  than  that.  Your 
first  consideration  must  be  for  the 
man  that  gets  your  “live  wire  .sales¬ 
man”  into  the  hou.se.  Call  him  a 
hell-pusher,  bird-dog.  contact  man 
— anything  you  will,  he  is  the  man 
to  keep  your  eye  on.  Unless  he 
can  get  your  salesman  into  the 
hou.se,  the  rest  of  your  organiza¬ 
tion  will  never  have  a  chance  to  get 
into  action. 

Canvasser’s  .lob 

The  canvasser  has  the  most  im- 
l)ortant  job — but  he  has  by  far  the 
most  diflicult.  A  man  making  a  cold 
canvass  of  unknown  territory  is 
the  only  one  that  starts  out  with 
nothing  to  work  on.  He  is  the  only 
one  who  goes  up  to  a  door  without 
knowing  whether  there  is  a  desire 
to  buy,  or  even  a  need.  When  the 
canvasser  has  a  “show”  for  the 
closing  man.  the  closer  at  least 
knows  that  there  is  a  certain 
{Cniitinin'd  on  PaffP  41) 
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New  Booklet  On 
Pre-Finished  Wall  Panels 

"The  Facts  About  I’retinished 
Wallpaiiels"  is  the  title  of  a  new, 
pocket-size,  S-pa^e  booklet  just  is¬ 
sued  by  the  Pretinished  Wallpanel 
('ouncil,  the  national  association  of 
the  industry. 

The  booklet  is  desipnied  to  answer 
irrietly  a  number  of  (piestions  most 
frequently  asked  alrout  this  perma¬ 
nent,  smooth-surfaced,  colorful  cov- 
erinjr  for  walls  and  ceilings — what 
prefinished  wallpaiiels  are,  how 
they  are  used,  why  they  are  win- 
ninjr  preference  as  a  wall-aiid-ceil- 
iiiK  surfacin>r  material,  when  this 
material  is  used,  and  where  it  may 
be  obtained. 

('opies  of  this  factual  folder  are 
available  on  request.  Write  to  thi- 
Prefinished  Walliianel  Council. 
Keith  Ruildinjr.  Cleveland  15.  Ohio. 

*  *  » 

Hammer  Nail  Clip 

The  Third  Hand  Mammer-Xail 
Clip  is  claimed  to  provide  a  “third 
hand"  for  the  roofer  iisiny:  it  at 
very  slijrht  cost.  For  instance,  for 
roof  framing!:  you  can  hold  the  raf¬ 
ter  with  one  hand  and  start  the 
nail  with  the  hand  holding  the 
hammer,  as  the  clip  retains  the 
nail  for  starting. 


The  manufacturers,  Amsco  Com¬ 
pany,  point  out  that  an  entire  .scaf¬ 
fold  may  be  saved  by  use  of  the 
Hammer  Nail  Clip,  because  of  the 
additional  reach  obtained.  The  clip 
is  claimed  to  lie  ideal  for  nail  panels 


on  ceilinjrs.  In  many  other  ways 
at  the  key  point  of  a  job  of  ai)|)li- 
cation  it  simplifies  thinjr-s  at  a  nec- 
es.sary  time  it  frees  one  hand  while 
a  job  is  beinyf  started. 

3k  3k 

New  Artcrest  Plastic 
Outcorner  and  Bull  Nose  Cap 


.Artcrest  Plastics  Co.  has  devel¬ 
oped  and  is  now  releasiipr  to  the 
trade  an  innovation  in  a  iiatented 
combination  plastic  tile  outcorner 
and  bull  nose  cap.  This  is  further 
aufrmented  with  a  newly  desifriied 
comliination  cove  base  and  inside 
corner.  .A  separate  cove  lia.se  out¬ 
corner  is  also  available.  These 
jiieces  are  available  in  all  colors  in 
the  Artcrest  line  and  have  met  with 
real  enthusiasm  wherever  they 
have  been  shown. 

A  one-quarter  inch  return  on  the 


outcorner  permits  either  u.se  of  one- 
quarter  inch  plywood  or  application 
at  an  anjrle  on  a  fiat  wall  to  create 
a  heavy  massive  looking  tile  job  at 
low  cost.  .A  three-quarter  inch  Hared 
ed^e  on  the  cove  ba.se  permits  bet¬ 
ter  coveraKe  over  the  edKes  of  the 
Hoor  and  the  small  inside  radius 
makes  almost  impossible  damage 
by  a  chair  le^  which  had  been  the 
l)iKK‘?J^t  bipraboo  of  plastic  ba.se 
heretofore.  The  .same  piece  can  be 
used  as  a  beautiful,  ea.sy  to  clean 
inside  corner. 

*  *  * 

Steelcraft  Producing 
Alum.  Casement  Storm  Sash 


.Announcement  has  just  been 
made  by  .Mr.  A1  Levinson.  Presi¬ 
dent  of  The  Steelcraft  .Manufactur- 
injr  Company.  Kossmoyne,  Ohio, 
that  his  Company  is  now  producinji: 
an  aluminum  storm  .sash  for  steel 
casement  windows.  This  storm 
sash,  reports  .Mr.  Levin.son,  can  be 
u.s(‘d  with  any  make  of  casement 
window,  and  is  applied  to  the  inside 
of  the  .sash. 

In  pointinji:  out  the  features  of 
this  new  Storm  Sash.  .Mr.  Levin.son 
e.\i)lained  that  the  .sash  will  be  in 
the  lowest  price  bracket  yet  will 
compete  in  quality  with  any  other 
storm  .sash.  He  sai<l  that  Steelcraft 
has  developed  a  new  unique  design 
for  this  Storm  Sash  and  that  by 
[iroducinK  it  in  mass  production 
(('diifiinn  fl  tin  Piif/e  49) 
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B.  S.  REPORTER . . . 


Globe  Expands  Sales  Force 

Albert  A.  Atkins  has  been  ap- 
l)ointe(l  to  the  (JI()l)e  RootiiiK  Prod¬ 
ucts  ('().,  Inc.  and  (Ilobe  Siding- 
Products  ('omi)any  sales  statf  and 
has  been  assigned  the  state  of  Ohio, 
accordinjr  to  Harry  F.  Altheide, 
Executive  \’ice  President  of  (Ilobe 
Roofinjr. 

The  establishment  of  -Mr.  -Atkins 
in  the  Ohio  area  marks  the  first 
time  in  (Ilobe's  history  that  this 
state  will  be  actively  represented 
by  a  company  salesman.  Increased 
interest  by  Ohio  roofiiiR  and  sidinjr 
is  making  this  a|>pointment  pos¬ 
sible. 

-Mr.  Atkins  has  been  in  the  build- 
irjr  materials  field  since  hav- 

in^f  worked  for  and  with  lumljer 
dealers  both  in  the  capacity  of  yard 
manager  and  manufacturers  repre¬ 
sentative.  In  Ift  ld  atid  l!»ll  he  was 
employed  by  the  Celotex  ('orpora- 
tion.  movinjr  to  the  -National  (lyp- 
sum  Company  in  PMl  to  do  pro¬ 
motional  work  on  this  company’s 
^reneral  line.  Most  recently  he 
owned  and  operatetl  the  Wolverine 
InsulatiiiK  Comi)any  of  Pontiac. 
Rattle  ('reek  and  Kalamazoo. 
.Michigan. 

*  *  ♦ 

J.  H.  Ingersoll  Elected  V.P. 

Of  Ingersoll  Products  Division 

Flection  of  James  H.  hiyersoll 
as  Vice  President  of  the  Ingersoll 
Products  Division  of  Horjr- Warner 
Corp..  was  announced  recently.  He 
previously  was  .Assistant  to  the 
President  (d'  the  division. 

-Mr.  Ingersoll  started  with  the 
company  in  working  on  fac¬ 

tory  jobs  during  the  summers  be¬ 


tween  .school  years.  He  was  on 
leave  of  absence  from  1!)42  to  11*45 
while  serving  in  the  United  States 
Navy  as  Lieutenant.  Since  11)45  he 
has  Ijeen  at  the  IiiKersoll  plant  in 
ChicaKo  in  various  capacities,  in¬ 
cluding  those  of  staff  enjrineer,  cost 
reduction  engineer.  manaRer  of  the 
roIliiiR  mill  and  farm  implement 
division.  He  is  a  Rraduate  of  Choate 
School  and  of  Dartmouth  CoIleRe. 

t!  *  * 

Bird  &  Son  Announces 
New  Appointments 

Richard  H.  Fmerson  has  been 
named  Northern  Division  Sales 
•ManaRer  of  the  RuildiiiR  .Materials 
Division.  Rird  &  Son.  Inc.,  Fast 
Waljaile.  Mass.,  manufacturers  of 
asi»halt  shiiiRles,  roofiiiRs  and  sid- 
iiiRs.  .Mr.  Fmerson  is  a  Yale  man, 
class  of  '32.  an<l  until  his  promo¬ 
tion,  sold  for  Rird  &  Son  in  eas¬ 
tern  Connecticut. 

T.  F.  Miller,  Jr.,  has  recently 
been  ai)i)ointed  sales  rei)resentative 
in  the  Hartford-New  London  area 
for  the  RuildiiiR  -Materials  Division 
of  Rird  &  Son,  Inc.,  Fast  Walpole, 
.Mass.,  manufacturers  of  Rird 
asphalt  shiiiRles,  sidiiiRs  and  rocd- 

illRS. 

Mr.  .Miller  has  been  as.sociated 
with  the  Rird  &  Son  .sales  orRaniza- 
tion  for  over  eleven  years.  He 
moves  to  this  Connecticut  area 
from  Portland.  Maine,  where  he 
has  been  the  Rird  rejiresentative 
since  his  return  from  war  service. 

*  t  * 

Atlas  Acquires  Control  of 
Plvwood.  Inc. 

(leoiRe  Rechhold,  vice  president 
of  Plywoi'd,  Inc.,  of  Detroit,  an¬ 


nounced  recently  that  the  Atlas 
Plywood  Corj)..  of  Roston,  .Mass., 
has  acquired  control  of  Plywood, 
Inc.,  throuRh  imrchase  of  stock, 
most  of  which  came  from  a  Rroup 
of  the  majority  stockholders. 

The  move  is  expected  to  prove 
hiRhly  advantaReous  to  both  com¬ 
panies,  since  it  means  con.solidation 
of  the  lai’Re  volume  of  hardwood 
panel  and  door  production  of  the 
several  .Atlas  Plywood  Corp.,  plants 
with  the  softwood  plywood  produc¬ 
tion  of  Plywood,  Inc.,  so  that  com¬ 
plete  customer  reipiirements  can  be 
more  effectively  serviced  throuRh 
the  expanded  chain  of  Plywood, 
Inc.,  warehou.ses. 

Sejiarate  entities  of  both  com¬ 
panies  will  be  maintained,  and  the 
liersonnel  of  Plywood,  Inc.,  will  re¬ 
main  substantially  unchaiiRed,  Mr. 
Rechhold  said. 

L.  H.  Mattes  Elected  President 
Of  Insulating  Siding  Assn. 

Lee  H.  Mattes,  president  of  the 
.Mastic  .Asphalt  Corporation,  South 
Rend.  Ind..  and  P-lizabeth,  N.  J., 
was  re-elected  jiresident  of  the  In- 
suIatiiiR  SidiiiR  As.sociation  at  its 
sixth  annual  meetiiiR  held  at  Sky- 
to|)  LodRe,  near  Scranton,  Pa. 

.At  the  same  time  Mattes  report¬ 
ed  that  the  insulatiuR  sidinR  indu.s- 
try  had  experienced  a  succe.ssful 
sales  year  hiRh  liRhted  by  wide 
public  acceptance  of  its  new  shiriRle 
desiRii  panel.  The  desiRn  was  ac- 
cei)ted  earlier  in  the  year  by  F'HA 
for  new  construction. 

AccordiiiR  to  Mattes,  many  home 
builders  have  cut  the  cost  of  ex¬ 
terior  wall  construction  by  as  much 
{('iititiiiiN  (1  <))>  Pn<f(‘  45) 
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TORINO  REDWOOD 

CombiMiht! 

STORM  WINDOWS 

beat  IRiTAl.  SHORlAOEl 


•  TOP  QUALITY 


Make  this  fast-selling  window  YOUR 
money-making  answer  to  the  current 
metal  shortages.  Smartly  designed  and  •  SELF  STORING 
built  to  high  GRAEF  standards.  Solid 

overlapping  Redwood  frame  has  carefully  *  DELIVERY 

joined,  weather-tight  corners.  Inserts  are 
precision-made  for  perfect  fit  and  can  be 
interchanged  in  a  few  seconds. 


•  LINEAL  MOULDING 
FOR  SELF-FABRICA¬ 
TION 


•  BE  IN  BUSINESS  FOR  YOURSELF! 
—  GRAEF  will  supply  you  with  com- 


plete  lineal  mouldings  and  hardware 

for  self-fabrication.  Write  today  for  B 

complete  information.  M  rite.  If  ire,  or  Call 


GRAEF  STORM  WINDOW  CO. 

PHONE  4-4326 

1510  W.  FEDERAL  ST.  YOUNGSTOWN  10,  0. 


Casement'  Storm  Sash 

(('otifiiiiii  (I  fntin  l’(t</(  25) 

able  i)arts)  of  the  easement.  (Jeii- 
ei'ally,  it  is  po.ssible  to  i)lace  the 
storm  sash  on  the  easement  so  that 
it  is  slijrhtly  above  the  oijeratinjt 
meehanism  and  thus  does  not  inter¬ 
fere  with  it. 

Ventilation  is  oldained  by  means 
of  a  hopper  tyj)e  ventilator  built 
into  one  of  the  two  panels.  This  tilts 
inward  from,  two  to  four  inches.  It 
is  hiiiKed  at  the  bottom  and  has 
foldinjr  or  slidinjr  arms  (one  on 
each  side)  which  prevent  it  from 
falling  and  regulate  the  distance  it 
may  be  o{)ened. 

The  .screens  of  the  clip-on  type 
are  the  same  size  and  style  as  the 
storm  .sash  except  that  their  frame 
sections  are  a  little  simpler  since 
they  have  oidy  one  Ki’oove  or  chan¬ 
nel  in  which  splines  are  jilaced  to 
anchor  the  .sci'een  cloth. 

Simplex  Casements 

Simplex  caserne;' ts  which  have 
locking  handles  but  no  operating 
mechanism  can  be  covered  by  one 
lar^e  screen  i)anel  with  a  wicket 
which  either  slides  to  the  side  or 
is  hiiiyed  at  the  toj)  and  thus  allows 
access  to  the  locking  handles.  How¬ 
ever,  the  jfeneral  tendency  today  is 
to  have  two  .screen  i)aie's  which 
are  easier  to  handle  and  i)ermit 
access  to  the  lockinjj  handles  as 
well  as  fieedom  of  movement  for 
the  operating  mechanism  (rotor 
handles,  etc.). 

Installation  is  surprisingly  sim- 
jile.  The  storm  sash  or  .screen  is 
held  in  place  by  two  cli)).s  on  each 
side.  These  clips  are  tightened  or 
loosened  by  a  screw  which  jroes 
throuKh  them,  and  into  a  hole  in 
the  steel  casement  jireviously 
drilled  and  tapjied  by  the  manufac¬ 
turer  of  the  i)rimary  window.  There 
are  various  styles  of  clii)s  includ- 
iiiK  the  winjr  tyi)e  which  can  be 
turned  without  the  use  of  a  .screw 
driver.  Others  can  be  fastened  in 
t)lace  or  loosened  with  a  few  uuick 
turns  of  a  screw  driver.  It  is  so 
simi)le  to  put  up  or  take  df)wn 
these  units  that  any  hou.sewife  can 


do  it  with  the  Kieatest  of  ease. 

The  clip-on  storm  sash  and  .screen 
comes  in  a  variety  of  standardized 
sizes  sufficient  to  cover  any  ca.se- 
m<*iu  window.  Lar^e  casements 
may  require  three  and  even  four 
panels  but  such  installations  are 
just  as  ea.sy  as  2-))anel  applications. 

Like  other  types  of  storm  win¬ 
dows,  clip-ons  are  available  either 
comi)letely  assembled  or  the  manu¬ 
facturer  may  furnish  the  dt^aler 
with  all  the  neces.sary  parts  which 
he  can  assemble  himself. 


Occasionally  the  dealer  may  find 
that  a  customer  will  balk  at  the 
cost  of  installinjj  storm  .sash  on  a 
very  larjfe  ca.sement.  In  such  a  ca.se 
there  is  no  need  to  lo.se  the  .sale  as 
it  is  still  possible  to  do  a  j)retty 
Rood  job  of  window  insulation  with 
a  partial  installation  that  costs 
less.  By  storm  .sashing  the  vents 
only  you  can  still  save  80  i)er  cent 
of  the  heat  loss  at  a  cost  to  the 
customer  of  about  .50  per  cent  of 
a  comidete  installation. 

((’inifiiiin'il  nil  i’lii/i-  .32) 
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NO  SHORTAGES  IN 


i.s  today's  most  inexpensive  system  of  stone 
duplication.  .  .  .  Duplicates  tlie  heanty,  tlie  charm,  the  per¬ 
manence  of  natural  stone.  .  .  .  Immediate  availahilitv  (d 
material. 


I'.xi'lii!>i\e  rrancliises  upi'ii  In  ^iditlp 
roiitrai  liir>.  Only  a  'inall  inve>t- 
iin  nl  ii**pile<l. 

Train  your  inrn  in  only  Ihii  (la>» 
lo  do  a  iM-rferl  iii'-tallation  jnli. 


0\*T  taO  Mi<'<'c,>rul  frani'lii^e  dial- 
•T>  throufilioiit  the  I'niled  State-. 

W  rite  or  phone  for  eoinplete  de¬ 
tails  .  .  . 


EMCO  CEMENT  PRODUCTS,  INC. 

PAXINOS,  PENNSYLVANIA 

Phone;  Shamokin  599R3 


Casement’  Storm  Sash 

(Coiitiiuied  ftum  Pdf/e  31) 

Here  are  some  facts  and  liKiires 
to  bear  out  this  statement.  Sujtpose 
that  you  have  a  casement  which  i.s 
4'  .5'  k"  wide  Ity  4'  hiKh.  If  this 
were  a  fixed  window  the  heat  loss 
for  an  averaKe  season  through  the 
Klass  (by  conduction)  would  be 
3,0()0,000  HTU  as  a  heatintr  eiifri- 
neer  would  calculate  it.  However, 
this  ca.sement  has  the  usual  two 
vents  and  has  a  hujre  amount  of 
air  leakage  around  its  vents.  Heat 
loss  caused  by  this  leakajce  and  by 
conduction  amounts  to  7.500, 000 
HTl-  during  a  season. 

By  installing  storm  sash  which 
cover  only  the  vented  sections  of 
the  casement,  the  heat  loss  is  cut 
down  to  1,500,000  BTU  with  a  re¬ 
sultant  saving  of  80  per  cent, 
(duide  values  and  formulas  for  cal¬ 
culations  ui)on  which  the  above 
figures  are  based  were  obtained 
from  the  1040  edition  of  a  Ruide 
))ublished  by  the  American  Society 
of  Heatinjr  and  Ventilation  Kngi- 
neers.)  The  cost  of  storm  sashinyr 
only  the  vented  i)arts  of  the  case¬ 
ment  as  compared  with  a  complete 
installation  is  only  about  .50  i)er 
cent.  W'hile  there  may  be  some 
difference  of  opinion  rejrardinjr  the 
last  tifrnre.  there  can  be  no  doubt 
that  partial  storm  .sashing  will  still 
result  in  a  substantial  reduction  of 
«ost  for  the  customer. 

It  also  means  that  there  will  be 
conden.sation  on  the  unprotected 
fixed  lites  with  possible  damage  to 
pla.ster,  woodwork  and  tioors  from 
the  resultinjr  moisture. 

Of  course,  it  is  better  to  .sell  the 
cust(»mer  the  complete  .job  when¬ 
ever  possible  since  this  not  only 
means  jrreater  income  for  the  deal¬ 
er  but  a  more  efficient  installation 
for  the  home  owner.  Partial  storm 
sashinjr  means  that  there  is  still 
heat  loss  by  conduction  through  the 
yrlass  of  the  fixed  lites. 

The  dealer  who  adds  clip-on 
storm  sash  and  .screens  to  his  pres¬ 
ent  line  of  products  can  look  for¬ 
ward  to  an  increased  volume  of 
business  and  a  very  satisfactory 
rate  of  profit. 
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Four  Pointers  To  More 


i  YOU  NEED 

MORE  SALES— 

It  Are  shortages  cutting  down  your 
'  sales  volume?  You  can  increase 
those  drooping  sales  by  adding 
more  items  to  your  present  line  of 
products. 

I 

HAPPY  SALESMEN— 

Now  is  the  time  to  add  that  extra 
item  which  will  diversify  your  home 
improvement  specialties.  Keep  your 
I  sales  force  intact  by  giving  them 
more  products  to  sell. 

MORE  PROFITS— 

It's  not  the  price  that  counts  so 
much  as  the  profit  margin.  The 
building  specialties  in  the  coupon 
at  the  right  will  yield  plenty  of 
profit  for  you! 

NEW  ITEMS— 

New  products  are  available  now 
I  that  combine  novelty,  utility,  and 
permanent  value — qualities  that 
attract  customers  and  increase  your 
sales  volume — Choose  them  now! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Business 

Fill  in — Tear  off — and  Mail 

December,  1951 
BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  facts  on  the  items  checked. 

□  Aluminum  Combination  Doors 

□  1  Cr  2-Track  Aluminum 

Comb.  Windows 

□  Triple  Track  Aluminum  Combinations 

□  Asbestos  Siding,  Shingle  Finish 

□  Alum.  Outside  Casement  Storm  Sash 

□  Wood  Outside  Casement  Storm  Sash 

□  Steel  Combination  Windows 

□  Wood  Combination  Windows 

□  Wood  Combination  Doors 

□  Plastic  Wall  Tile 

□  Shower  Doors  &  Tub  Enclosures 

□  Wood  Plus  Metal  Combinations 

□  Aluminum  Wall  Tile 

□  Aluminum  Casement  Storm  Sash 

□  Plastic  Combinations,  Storm  Sash 
Q  Redwood  Millwork  or  Lumber 

□  Sectional  Overhead  Garage  Doors 

□  Metal  Awnings 

□  Cupola  Roof  Ventilators 

□  Aluminum  Door  Grilles 

□  Sprayed  Insulation 

n  Caulking  Cr  Glazing  Compounds 

□  Plastic  Weatherstripping  for  Metal 

Casements 

□  Storm  Window  &  Door  Hardware 

□  Metal  Coating  Service 

□  Sidewall  Coatings 

□  Metal  Mouldings 

□  Venetian  Windows  and  jalousies 

□  Stone  Type  Siding 

□  Plastic  Splines  and  Glazing  Channels 

□  Home  Fire  Alarms 

Other  Items . 

Send  me  Bldg.  Specialties,  12  months, 
$3.00  □ 

Name . 

Firm  . 

Position  . 

Address . 


34 


BUILDING  SPECIALTIES 


Weather-Tite'); 

TWO  OUTSTANDING 

SALES  GETTERS 


The  newest  sales  getters  from 
Weather-Tite  . . .  low  cost,  eye 
appealing  profit  makers  con¬ 
structed  of  finest  kiln-dried 
California  Redwood.  Built  with 
skillful  precision  to  insure  quick 
and  easy  installation.  Imme¬ 
diate  delivery  plus  attractive 
mats  and  soles  aids  to  in¬ 
crease  your  profits. 


"PICTURE 

FRAME" 

COMBINATION 

WINDOW 


Beautiful  new  picture  frame 
style  moulding  adds  glamour 
to  any  home  .  .  .  has  built-in 
ventilator  at  no  extra  cost. 


, 

I' 

. 

r 

r 

'  ii 

»  i:' 

OUTSIDE  CASEMENT 
STORM  WINDOW 


The  perfect  insulator  . 
extremely  durable. 


and 


WRITE 


WIRE 


PHONE 


Weaiher-Tite 

6305  EUCLID  AVENUE 
CLEVELAND  3,  OHIO 
Express  1-2816 


Some  Tips  On  Estimating 
Asbestos  Cement  Siding 


FOK  an  exi.'^tiiiK  biiildiiiK,  where 
(iimen.sions  ai'e  not  available 
from  drawinK-s.  the  amount  of 
a.sbestos-cement  .siding  and  other 
materials  I'equired  for  a  siding  job 
usually  can  be  estimated  with  rea¬ 
sonable  accuracy  by  taking  mea¬ 
surements  and  apiilying  simjile 
arithmetic. 

Remember  that  most  siding 
areas  are  either  rectangles  or  tri¬ 
angles.  or  a  combination  of  both. 
Kxceptions  are  building  with  Goth¬ 
ic  or  curved  roofs,  silos.  cujEolas 
and  towers. 

Outline  Sketch 

It  is  advisable  first  to  sketch  an 
outline  of  each  elevation  on  which 
to  record  the  various  measure¬ 
ments. 

Measure  the  length  of  each  wall 
from  corner  to  corner,  including  all 
projections,  such  as  bay  windows, 
etc. 

Measuring  the  height  of  the  wall 
to  be  covei'ed  with  siding  some¬ 
times  presents  a  problem.  Gener¬ 
ally  this  caEi  be  solved  by  goiiig  to  a 
top  floor  window  and  dropping  a 
metal  tape  measui'e  to  the  bottom 
of  the  first  course  of  siding.  This, 
of  coui'se.  gives  the  wall  height  as 
far  as  the  window  sill.  Then  extend 
an  opem-d  folding  rule  from  th** 
sill  to  the  top  of  the  wall.  The  sum 
of  the  two  measui’ements  is  the 
total  wall  height. 

Wall  Measurement 

Another  method  of  arriving  at 
the  wall  height  is  to  measure  the 
vertical  width  of  10  coui’ses  of  the 
existing  siding,  then  dividing  by 
10  to  find  the  average  width  per 
course.  Count  the  number  of 
cour.ses  and  multiply  that  figure  by 
the  average  width. 

Next,  multiply  the  length  of  the 
wall  by  the  height  to  obtain  the 


squai’e  foot  area.  Deduct  the  com¬ 
bined  area  of  windows  and  doors. 
This  gives  the  net  area  to  be  cov¬ 
ered  by  siding.  Many  estimators 
instead  of  actually  measuring  doors 
and  windows,  simply  allow  20 
squai’e  feet  for  each  door  and  1.5 
square  feet  for  each  window. 

I  niform  Heights 

Where  a  building  has  uniform 
wall  heights  and  wall  treatment,  a 
speedier  method  of  estimating  is  to 
multiiily  the  perimeter  by  the 
height  and  deduct  the  total  area 
of  openings. 

Dormers  and  other  areas  broken 
up  by  various  roofing  styles  can  be 
figuivd  by  dividing  them  into  rec¬ 
tangles  or  triangles  for  the  jiurpose 
of  comjuitation.  A  gable  end,  for 
exanijile.  is  considered  as  a  tri¬ 
angle.  The  area  is  found  by  multi- 
jilying  its  width  at  the  base  by 
one-half  its  height. 

Wood  Corners 

For  wood  corners,  add  heights  of 
elevations  to  find  the  linear  feet  of 
cormu’  boards.  Two  boards,  one 
2, -inch  and  one  1-inch,  are  used  for 
each  corner.  If  metal  corner  bead 
or  flashing  is  used,  figure  1  foot  for 
each  linear  foot  of  corner. 

Add  dimensions  of  sides,  tops 
and  bottoms  of  window  and  door 
frames  to  find  the  linear  feet  of 
molding  required.  Do  not  include, 
however,  the  bottom  of  first  story 
door  frames  that  end  on  .stejis. 

To  find  the  linear  feet  of  head 
Hashing  required,  add  the  widths  of 
window  and  door  frames.  Should  it 
be  neces.sary  to  Hash  windows  all 
around,  double  the  height  and 
width  of  each  opening. 

In  old  buildings  window  and 
door  frames  sometimes  are  rotted 
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(ir  weak.  These  should  he  repaired 
or  replaced  before  the  new  sidinjr 
is  applied.  The  added  cost  should, 
of  cour.se.  be  included  in  the  cost 
estimate. 

Allow  also  for  the  cost  of  caulk- 
iiijr.  which  is  e.s.sential  around  drror 
and  window  openitiKs. 

He  sure  to  figure  a  waste  allow¬ 
ance.  A  formula  generally  found  to 
pi'ovide  a  “.safe”  margin  calls  for 
adding  8  per  cent  to  the  total  net 
square  foot  area.  Remember  that 
surfaces  which  are  broken  up  con¬ 
siderably  or  which  have  dormers 
will  jrroduce  a  larger  percentage  of 
waste  than  unbroken,  Hat  surfaces. 

Remember  to  allow  a  nominal 
charge  i)er  square  for  clean-up  af¬ 
ter  the  job  is  comi)leted. 


Fire  Alarms 

{('(iiifiiiHt  (I  from  Pofu  17) 
by  a  roaring  inferno  that  cuts  off 
all  escape. 

The  value  of  a  tire  alarm  is  that 
it  eliminates  the  elements  of  sur- 
pri.se  and  delay  which  are  the  main 
causes  of  death  by  tire.  Hy  sound¬ 
ing  a  warning  before  the  tire  has 
matle  much  progress,  the  alarm 
gives  the  family  an  opportunity  to 
escai)e. 

There  are  various  ty|)e.s  of  home 
fire  alarms  but  basically  all  have 
a  fixed  temi)erature  detector  with  a 
heat  .sensitive  element  or  wire. 
When  the  temperature  near  the  de¬ 
tector  reaches  165  degrees  an  elec¬ 
tric  circuit  is  closed  and  one  or 
more  b»“lls  are  sounded.  The  most 
eHicient  detectors  (or  thermostats) 
combine  the  fixed  temperature 
method  with  a  "rate-of-rise”  me¬ 
chanism.  A  rai)id  rise  in  tempera¬ 
ture  at  the  rate  of  15  degrees  or 
more  per  minute  heats  the  thermo¬ 
stat  and  exi)ands  the  air  in  its  air 
chamber  causing  a  flexible  copper 
diaphragm  to  expand.  This  in  turn 
closes  an  electrical  contact  and 
sounds  the  alarm  u^uall.v  within  10 
to  20  seconds  after  the  fire  starts. 

The  detectors  an'  above 

the  heating  e(piii)men1  ;  above  the 
cooking'  facilities;  at  the  highest 
))oint  inside  the  attic:  at  the  head 
of  the  stairs:  and  inside  the  slee])- 
ing  (luarters.  For  FHA  ai)i)roval 


•  (iRFATER  PROFITS 
AND  EASIER  SALES 

•  A  SUPERIOR  PROD¬ 
UCT  —  WILL  OUTSELL 
OTHERS 

•STURDY  CON- 
STRUCTION  AND  SE¬ 
LECTED  VATERIALS 


•  FURNITURE  FINISH 
FOR  GREATER  BEAU¬ 
TY 

•  SELF  STORING  » 
VERY  EASILY  OPER 
ATED 

•  PROMPT  DELIVER. 


lES— SAFE  AND  EF- 
FICIENT 

•  MANY  FINE  EX 
CLUSIVE  FEATURES 

•  NATIONALLY  AD¬ 
VERTISED 

•  EXCLUSIVE  TERRI 
TORIES  AVAILABLE 


WRITE  FOR  FURTHER  INFORMATION 


the  detectors  must  be  .so  placed 
that  they  cover  the  major  portion 
of  entire  house.  The  “Rate-of-Ri.se” 
principle  allows  each  detector  t(t 
cover  up  to  !)!)()  .sq.  ft.  of  unre- 
.stricted  ceiling  area,  according  to 
the  Underwriters'  Laboratories 
Tests.  (The  detectors  are  placed 
on  the  ceiling.) 

The  entire  system  can  be  |)ow- 
ered  by  a  single  6-volt  standard  dry 
cell  battery.  Under  normal  opera¬ 
tion  this  battery  should  last  a  niini- 
m.um  of  two  years.  Rei)lacements 
can  be  obtained  at  anv  hardware 


or  radio  store.  The  use  of  a  battery 
adds  to  the  reliability  of  the  .system 
since  it  will  operate  inde|)endently 
of  the  house  current  which  may 
fail  because  of  a  fire  or  for  reasons 
not  connected  with  fire  such  as 
l)ower  failures  during  a  storm,  etc. 

It  is  important  to  re;ili/,e  that 
installation  is  very  simple  and  does 
not  re(juire  a  trained  electrician  or 
electrical  expert.  Any  dealer's  me¬ 
chanic  can  be  ipiickly  trained  to 
make  the  necessary  installation. 

Naturally  reliability  of  opei'ation 

(Ctiiifiii/iffl  ini  .‘>6) 
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ATTENTION 


STOP  DRAFT 
WITH 


For  Metal 
Casement 
Windows 


The  Du$tire  gasket  a  designed  with 
mg  lip,  to  keep  metol  COsement  .wmc 


.•mdows  DUST  TIGHT  STORM 


TIGHT,  DRAFT  TIGHT  RAIN  TIGHT,  ond  WIND  TiGHT  fosy 
to  mstoll  _ _ 

■ 

ItoMM  M 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTERaURT  DR  •  DAYTON  T,  OHiO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Fire  Alarms 

((’oiifhntt  (I  from  Pugr  35) 
is  om*  of  the  jirime  requisites  of  a 
home  lire  alarm  system.  The  dealer 
should  satisfy  himself  that  the 
system  he  chooses  has  the  approval 
I  of  the  FHA  for  easy  financing  and 
I  that  the  detectors  have  the  apjiroval 
of  at  least  one  and  preferably  all 
of  the  following:  Ibiderwriters’ 
laboratories;  Factory  Mutual; 
Hoard  of  Standards  and  Ajipeals; 
or  Navy  1  tejiartment.  Hureau  of 
^'ards  &  Docks.  An  alarm  .system 
that  has  a  double  closed  loop  detec¬ 
tion  circuit  is  very  desirable  since 
even  though  one  or  both  wires  are 
cut  conqiletely  through,  every 
alarm  sending  device  will,  in  case 
of  tire,  send  its  signal  and  operate 
the  alarm  bell. 

Any  product  that  is  easy  to  in¬ 
stall,  offers  very  .satisfying  profits, 
and  has  tremendous  ajipeal  to  the 
home  owner  provides  the  aggres¬ 
sive  dealer  with  wonderful  oppor¬ 
tunities  for  volume  .sales— and 
home  fire  alarms  are  ,just  such  a 
product. 


meRuy 

chRistmAS 

to  ot.r  friemls  all  orrr  the  u  arid  .  .  . 

CALBAR  PAINT  A  VARNISH  CO. 


C  - "ii!* 
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GREGG 


Self- Ventilating* 

COMBINATION 
REDWOOD  DOOR 

This  beauty  is  different!  So  different  that  we've 
applied  for  patents  on  several  of  its  unique 
features.  The  rare  and  distinctive  richness  of 
genuine  California  Redwood  is  fully  utilized  in 
strength  and  styling  to  make  a  Combination 
Door  of  elegance  beyond  compare!  As  a  Door, 
it  enhances  the  entrance-way  while  giving  year- 
round  protection  .  .  .  butted  together,  all-year 
porch  enclosures  are  simple  to  construct  without 
carpentry!  That's  what  keeps  the  cash  register 
ringing  .  .  .  and  a  profitable  business  growing! 


GREGG 

ENGINEERING 
COMPANY,  INC. 


•  Frame  is  5  4  clear  hardwood, 
mortise  and  tennon  jointed.  Built 
into  opening  are  .  .  . 

•  Glass  &  Screen  insert  backed  by 
a  larger  sliding  glass  panel. 

•  Picture  frame  moulding  built  up 
a  center  thickness  of  2’. 

•  Wood  Life  treated,  finished  with 
PAR  for  lasting  satin  finish,  hand- 
rubbed  and  waxed. 

•  Delivered  ready  to  install. 

•  Fully  equipped  with  brass  and 
brass  plate  hardware. 

•  Perfect  for  use  as  PRIMARY 
DOOR  as  well  as  Combination 
and  porch  enclosure. 


•  feather-glide  weather  panel  adjusts  up  or  down  at  the  touch  of  a  FINGER' 
Manufacturers  of  Famous  Gteggwood  Combination  Windows  &  Doors 

478  BEIMONT  AVEMUE  HilEDON,  N.  J.  HUlBEimV  4-1560 

Eastern  Division  "V-Seo/"  Corporation 
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Masonry 

(('oiifitnit  il  fro  in  Pniii  22) 

is  quite  porous  and  in  time  there 
is  a  slow  seepage  of  moisture  which 
not  only  hastens  the  deterioration 
of  the  stucco  itself  but  I’ots  in¬ 
terior  wood  beams  and  i-uins  what- 
evei‘  plaster  it  reaches. 

In  addition  to  this  problem 
stucco  >tets  dirty  or  K*’imy  even 
more  readily  than  brick.  Many 
owners  therefore  resort  to  paint 
to  redecorate  and  waterproof  the 
walls.  Unfortunatel.v,  oil  paints  are 
entirely  unsuitable  for  masonry. 
Sooner  or  later  the  hydrostatic 
pressure  of  moi.sv.ure  already  in  the 
ma.sonry  rai.ses  blisters  under  the 
l)aint  which  then  begins  to  peel  or 
.scale  and  in  the  end  the  walls  look 
utrlier  than  ever. 

On  the  other  hand  a  Rood  ma¬ 
sonry  resurface!-  not  only  imi)roves 
the  api)earance  of  the  buildiiiR,  but 
restores  the  masonry,  weather¬ 
proofs  it  and  i)rovides  a  durable, 
protective  finish  that  Rives  loiiR 
last i HR  wear. 

No  HlisterinR 

Such  a  resurface!-  is  more  than 
a  men-  e.xternal  coveriiiR  since  it 
becomes  an  inteRral  jiart  of  the  j 
surface  to  which  it  is  applied  and 
it  waterju-oofs  not  only  the  bricks 
but  the  mortar  .joints  al.so.  It  does 
not  blister,  jieel,  or  crack  and  its 
color  is  unaffected  by  hydroRen  sul¬ 
fide  fumes.  The  last  is  an  imiiortant 
jioint  since  paint  is  easily  discol¬ 
ored  by  airborne  sultides  which  are 
.so  common  in  most  industrial  re- 
Rions.  It  mixes  easily  to  a  uniform 
consistency  and  dries  to  a  smooth, 
even  finish  without  chalkiiiR  or 
showiiiR  brush  marks  or  streaks. 

It  is  an  especiall.v  desirable  re- 
surfaciiiR  material  for  stucco  since 
a  siiiRle  apjilication  will  till  in  fine 
cracks,  color  and  waterproof  the 
wall  at  the  same  time. 

.Application  {iresents  no  iiroblem. 

It  is  easily  mixed  and  is  aiiplied 
with  a  brush  or  even  sprayed  if 
{('onthno  <1  on  Pour  38)  j 


^Thv  Plaittir  TUv  that  meaUH 
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PLASTIC  TILE  ^ 


More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


GHILDCRffST 
r  ■  "  - - 1 


V  w  /v\  r  A  n  T 

manufaciurBrs  of  plastic  tile 

2938  West  63rd  Street 
Chicago  29,  Illinois 


iExcelum 


Triple  Track 
^—Combination  WINDOWS 


Soles  come  easy  with  EXCELUM  windows  be¬ 
cause  you're  selling  top  quality.  Engineered 
from  the  finest  extruded  oluminum,  they  hove 
eliminoted  service  colls.  Soles  rcststonce  melts 
when  you  show  EXCELUM's  exclusive  feotures 
ond  rigid  construction. 


Cxcclum 


COMBINATION 

ALUMINUM 


DOORS 


Write  for  Details  of  Our  Oistr/butor  KD  PLAN. 
Exclusive  territories. 


Jamaica  Sash  &  Door  Co. 


1655  Jericho  Turnpike, 
New  Hyde  Pork,  L.  I. 
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BUILDING  SPECIALTIES 


ROLLS  OPEN  . . .  AND  SHUT 
Ifor  outsWinging  casement  windows  I 


1\( >I.A(iLASS  is  the  easiest  to  sell  iiixidr  xtonn  xtish  on  the  market 
today.  You  will  have  many  xntixtiid  ciistDiiiirx  and  i  jrtra  saUx  iinifitx 
for  you  when  you  sell,  the  new  improved  Kolajtlass  inside  storm  sash. 
Rolatrlass  is  simple  to  opmate  .  .  .  easy  to  install  .  .  .  jrlides  smoothly 
on  rollers  .  .  .  controls  room  condensation  .  .  .  kee|)s  the  heat  in  and 
the  CO  d  out. 


^OM.AaJi/fLWS  EQUIPMENT 


COMPANY,  INC. 

•  931  CARNIGIf  AVI.  •  CliVElAND  «.  OHIO 


TRIAV 


The  Window  of  Tomorrow 

Sometimes  it  s  the  little  things  '  that  go  into  a  product 
that  set  it  apart  —  and  above  its  competitors.  Assuming  that 
the  big  things  like  production  and  mechanical  genius  are 
about  the  same  in  top  quality  products  the  factors  that  make 
Triad  the  most  imitated  window  are  the  little  things. 

These  big  little  things  are  advance  planning,  anticipating 
the  market  and  the  meeting  ot  competition  through  better 
engineering  Other  factors  are  short  cuts  to  reduce  costs  and 
a  merchandising  organization  that  works  constantly  to  continue 
Diamond  preferability  in  any  market  situation 

By  working  in  close  cooperation  with  those  who  plan,  sell 
and  distribute  Diamond  Products,  we  know  that  the  Window 
of  Tomorrow  will  bear  the  respected  name  of  Triad  a  quality 


Ditimond  Building  Products  (o. 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN  .  . 
COLD  OUT! 


3650  E.  93rd  STREET 


CLEVELAND  5,  OHIO 


Masonry 

(('oiithniKl  from  P(t<ft  37) 

(le.sired.  There  is  no  equipment  to 
rent  or  buy  and  labor  and  material 
costs  average  $7.50  per  .square.  The 
dealer’s  mark-up  is  ver.v  hijrh  and 
allows  for  e.xcellent  profits. 

If  you  are  beiiqr  harassed  by 
metal  shortajre;^  here  is  a  yorod  way 
to  add  to  your  income  and  keep 
your  sales  and  installation  stati's 
busy.  Once  you  are  in  this  business 
you  may  find  it  more  than  a  mere 
sideline  and  come  to  depend  on  it 
for  a  iaryce  share  of  your  business. 


Asbestos  Siding 

(Vnutin )!>  <l  from  Pdfti  21 ) 

strips  are  available. 

L’irst  ('ourse — Xail  a  .strip  of 
'i  .\  2-inch  lumber  (lath  is  satis¬ 
factory)  alonjf  the  bottom  edye  of 
the  sidewall  to  servt‘  as  a  cant  stri)). 

Snaj)  a  level  chalk  line.  11'’ a 
inches  above  the  bottom  of  the  cast 
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strip.  Make  sure  the  chalk  line  is 
level. 

At  a  lower  corner,  place  a  full 
siding  shiiiKle  (the  fitted  shingle 
for  lapped  corners)  with  its  top 
edjfc  aliened  with  the  chalk  line. 
This  allows  for  an  overhan^r  of 
■*K-inch  below  the  sheathinjr  to  act 
as  a  drip  edjje.  The  first  course  of 
shingles  mu.st  be  level  all  around 
the  buildinjr  and  mu.st  start  at  the 
lowest  point  which  the  siding  will 
cover. 

Nailing  Shingles 

Nail  the  shingle  loo.sely  through 
a  center  nail  hole.  Fold  a  backer 
.strip  in  half  lengthwi.se  and  in.sert 
in  under  the  shingle  edge  at  the 
corner  of  the  building.  The  strip 
ma.v  be  folded  so  that  it  extends 
over  the  corner,  but  this  is  not 
nece.s.sary.  The  top  of  the  strip 
should  reach  %-inch  above  the  toj) 
of  the  shingle. 

Fasten  the  .strip  in  place  by  driv¬ 
ing  a  nail  in  upper  nail  hole  near¬ 
est  the  corner. 

As  an  alternate  to  using  a  backer 
strip  at  inside  and  outside  corners, 
a  .strip  of  underlayment  felt  can  be 
nailed  along  the  entire  corner,  ex¬ 
tending  at  lea.st  6  inches  along  each 
adajacent  sidewall. 

Slide  a  backef  strip  under  the 
oj)posite  edge  of  siding  unit,  align¬ 
ing  it  with  the  upper  nail  hole  on 
that  side,  with  its  top  -'jt-inch 
above  the  top  of  the  shingle. 

Fasten  the  strij)  by  driving  a 
nail  into  the  upper  hole.  Then 
drive  a  nail  through  the  center  hole 
in  the  upt)er  part  of  the  shingle. 

Place  face  nails  in  the  lower  row 
of  holes  and  drive  them  to  a  snug 
fit.  The  face  nail  on  shingle  edge 
nearest  the  corner  of  the  building 
will,  like  the  corresponding  head 
nail,  penetrate  the  backer  strij) 
and  helj)  hold  it  in  i)lace. 

Ai)i)ly  adjoining  shingles  in  the 
tir.st  cour.se  in  a  similar  manner, 
|)lacing  a  backer  strij)  at  each  ver¬ 
tical  joint.  The  la.st  shingle  in  a 
course  or  ojiening  should  not  be  le.ss 
than  (1  inches  wii’e.  If  neces.sary  to 
j)rovide  for  this  minimum  width,  a 
few  inches  should  be  cut  from  the 
shingles  that  will  be  aj)j)lied  j)re- 
viously  in  the  course. 


if  Rigid  Construction 

if  All  Extruded  Aluminum 

if  Extra  Large  Lift 

if  Top  and  Bottom  Ventilation 

if  No  Unnecessary  Gadgets 

if  Triple  Action 

if  Simplicity 

if  Custom  Built 

if  Noise  and  Draft-Free 

if  Full  Length  Interlocking  Meeting  Rail 

A  Few  Choice  Territories  Still  Open.  Phone  or  WRITE  TODAY! 


CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 


W'hen  aj)i)lying  the  last  shingle 
in  a  course,  a  backer  .strij)  can  be 
folded  lengthwise  to  reinforce  the 
corner,  as  was  suggested  above  and 
for  the  stiirting  corner;  or  the  cor¬ 
ner  can  be  reinforced  with  a  long 
strij)  of  underlayment  felt. 

.Second  and  Succeeding  ('ourses 
— To  make  certain  that  the  line  of 
the  shingles  continues  j)arallel, 
snaj)  a  chalk  lim*  for  each  course 
10'._.  inches  above  the  toj)  of  the 
next  lower  course. 

Start  the  second  course  with 
a  half  shingle  so  that  the  inside 


vertical  joint  will  be  staggered  in 
1  elation  to  the  corresj)onding  joint 
of  the  shingle  below.  .Some  bun¬ 
dles  of  asbestos  siding  contain  half 
shingles  for  this  j)urj)o.se.  If  none 
is  available,  a  full  shingle  can  be 
cut  in  half  and  the  necessary  nail 
holes  j)unched  on  line  with  the 
existing  holes. 

With  regard  to  a  backer  strij). 
follow  the  same  j)rocedure  em- 
j)loyed  with  the  first  shingle  in  the 
first  course.  Then  aj)jtly  full  shin- 
(('oiithnu  <!  on  {‘(n/f  12) 


BUILDING  SPECIALTIES 


it  pays  to  laiyo  apartment  houses 
and  institutions.  Amon^  its  out- 
standinjj  jobs  in  this  respect  are 
large  .scale  window  and  door  in¬ 
stallations  at  Laramie  and  VV'ash- 
ington  Street,  (265)  ;  VVoaltenaro 
and  Lunt,  (182);  2515  X.  Lindar, 
(1.25)  ;  6428  N.  Hamilton,  and  hun¬ 
dreds  of  large  apartment  buildings, 
all  in  Chicago. 

Trim-A-Seal  of  Illinois  employs 
20  installation  mechanics.  Xew 
men  are  trained  Iw  older,  e.xperi- 
enced  mechanics.  The  company 
prefers  to  hire  installers  with  lit¬ 
tle  or  no  experience  provided  they 
are  willing  to  work  and  learn. 
Trudeau  and  Stewart  do  not  believe 
in  subcontracting  installation  work 
and  all  mechanics  are  employed  by 
the  company  at  a  weekly  salary.  A 


Chicago  Dealer 

(Conti  tint  (I  fiitin  Pntjt  18) 

from  newspaper  advertisements 
are  followed  up  with  telephone 
apj)ointments.  In  making  api)oint- 
ments  care  is  exercised  that  both 
husband  and  wife  will  be  at  home 
to  speak  t()  the  salesman.  Kxperi- 
eiice  has  shown  Trudeau  that  both 
parties  must  be  .sold  to  consum¬ 
mate  a  sale. 

The  company  now  has  45  sales¬ 
men.  Xew  men  are  trained  by  older 
salesmen  and  supervisors.  Trudeau 
believes  that  the  only  way  to  train 
.salesmen  j)roi)erly  is  to  give  them 
actual  experience  in  the  field.  A 
training  period  of  four  to  five 
weeks  is  usually  sufficient  for  most 
men.  Salesmen  are  procured  by  ad¬ 
vertisements  and  recommendations. 
In  choosing  new  men  preference 
is  given  to  those  with  selling  ex¬ 
perience. 


Drawing  .Account 


•  How  miicli  could  you  save 
by  eliminating  your  finishing 
department?  Why  not  have 
Arrow  furnish  you  with 
I’rk-coi.orkd  coils 
readv  for  roll  forming  or 
stamping!  In  fact  why  not  have 
.Arrow  also  do  the  forming! 

.Arrows's  process  of  continuous 
strip  alodi/.ing  and  color-coating 
has  caused  a  sensation  in  the 
field  of  light  metals  fabrication. 
Many  industries  are  now  using 
.Arrow’s  Par-cot  ork.d 
coil  with  outstanding  success. 

.Arrow's  haked-on  enamel  finish 
in  all  colors  on  steel  and 
aluminum  coils  is  corrosion  and  I 

scratch-resistant.  It  combines  f 

hardness  with  flexibility. 

Vi  by  not  investigate  .Arrow 
Services!  We  are  prepared 
to  handle  an  order  of  any  size —  , 
large  or  small.  Our  engineers  i 

will  he  glad  to  analyze  your  I 

problems  without  (d)ligation.  f 

()ur  services  include:  « 


The  sale.smen  receive  a  weekly 
drawing  account  tigain<t  their  com- 
mis.sion.s.  A  re.serve,  .sometime.^ 
amounting  to  .$2,000  or  metre,  i.s 
Jiccumuhited  for  the  men  out  of 
their  earnings,  assuring  them  of 
an  income  during  slow  periods. 
Salesmen  are  fully  equipped  with 
a  sample  window,  .sales  and  credit 
forms,  and  literature. 

The  company  makes  extensive 
use  of  canvas.sers  and  has  found 
that  the  be.st  way  to  obtain  sales 
is  to  team  two  ctinvas.sers  with  one 
salesman.  Canvassers  are  not  al¬ 
lowed  to  demonstrate — their  job 
is  to  locate  prospects  and  make 
appointments  for  their  salesman 
who  closes  the  sale.  The  canvas.sers 
are  paid  $7.0(1  per  day  |)lus  a  small 
commission  at  the  beginning.  As 
their  skill  increases  they  are  ad¬ 
vanced  to  straight  commission  and 
are  jiaid  the  .same  rate  as  .salesmen. 
Xone  of  the  canvas.sers  are  wo¬ 
men.  Thus  canvassers  and  news- 
l)ai)er  ads  are  the  company’s  main 
.sources  of  leads.  Xo  soliciting  is 
ever  done  by  |)hone. 

An  intere.sting  phase  of  the  com- 
panv's  o])eration  is  the  attention 


Above:  Workers  in  the  Trim-A-Seal 
plant  assembling  aluminum  extrusions  to 
form  a  complete  window.  Below.  As¬ 
sembled  windows  stacked  and  ready  for 
shipment. 


bonus  is  paid  to  the  men  for  any 
work  they  may  do  on  Sundays  and 
they  receive  a  commission  for  all 
leads  turned  in. 

In  addition  to  installation  men 
two  checkers  are  employed.  Their 
duties  are  to  check  the  exact  di¬ 
mensions  of  the  windows  ordered 
and  to  li.st  the  materials  neces.sary 
for  installation. 

Recently  a  subsidiary  conijrany 
was  formed  by  Trudeau  and  Stew¬ 
art  called  Metal  Weather  Products, 
for  the  exclusive  manufacture  of 
ca.sement  windows  and  is  now  in 
full  operation. 

Trim-A-Seal  of  Illinois  is  still 


(iontinuous  dolor  ( loafing 
Alodizing  •  Slitting 
Roll  Forming 


METAL  PRODUCTS  CORP. 

I  HASKELL,  N.J. 

^  Pompton  Late**  7-1820 
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indoTite 


f/jin 


Are  ALL-WAYS  Right. ..For  Every  Building, 

Old  or  New!... but  especially  RIGHT  for  alert 
dealers  who  aim  to  get  their  share  of  the 
rapidly  expanding  and  highly  profitable  market 
opened  up  by  WINDO-TITE... these  ultra  modern 

all-purpose  windows.  Their  sales  appeal,  fast  turnover 
and  good  profits  have  made  them  among  the  fastest  selling, 
glass  louvered  (jalousie)  windows  in  the  country. 


Designed  and  produced  by  men  who  really  know  windows  - 

WINDO-TITE  has  endless  applications... windows,  doors, 
the  making  of  "extra"  rooms,  porch  enclosures,  store  front 

ventilators,  hospitals  and  schools.  Architects  and  owners 
alike  praise  their  modern  beauty,  utility  and  durability. 

Market-tested  range  of  standard  and  custom  sizes, 
with  removable  inside  screens  and  storm  sash,  makes 
it  easy  for  you  to  get  in  on  more  jobs.  Simple, 
speedy  installation  saves  you  time  and  money. 


L  U  D  M  A  N  Corporation 


DEPT.  BS-12  P.o.  BOX  4541 


MIAMI,  FLORIDA 


Manufacturers  of  nationally  known 

AUTO-LOK  ALUMINUM  AND  WOOD  AWNING  WINDOWS 


expanding  althoujrh  its  activities 
are  hampered  .somewhat  by  the 
aluminum  shortage  and  today  it  is 
one  of  the  largest  retailers  of  alu¬ 
minum  combination  windows  and 
doors  in  Chicago.  When  more  alu¬ 
minum  becomes  available  Trudeau 
expects  to  enlarge  the  company 
until  it  becomes  the  leadinjr  win¬ 
dow  and  door  organization  in  its 
territory. 

Canvassing 

{(fiiifiiiitcd  from  Putje  28) 

amount  of  interest.  Not  so  with  the 
canvasser. 

There  is  very  little  that  can  be 
done  to  make  his  share  of  the  job 
a  bit  easier.  He  must  go  on  and  on, 
ringing  his  share  of  a  million  door¬ 
bells.  The  law  of  averages  tells  him 
that  if  he  rings  enough  of  them, 
sooner  or  later  he  is  bound  to  run 
into  somebody  who  will  be  inter¬ 
ested  in  what  he  has  to  say.  Hut 
until  that  door  is  opened  a  tiny 
crack  and  an  iiKpiisitive  voice  .says 
“yes,"  he  hasn't  the  faintest  idea 
whether  the  door  will  be  slammed 
in  his  face  or  if  he  will  be  welcomed 
like  the  jirodigal  son.  He  meets  all 
sorts  of  rebuffs,  sometimes  even  in¬ 
sults.  These  he  exiiects. 

— /Jhi.sfrfjfio?!  and  Data  adapted  from 

'The  ShinaleO* 


Give-Away  Novelfies 

(Coiitiiiin’d  from  Pane  16) 

inexiiensive  pencils  and  cigarette 
lighters. 

The  sjiecialty  advertising  con¬ 
cerns  comiietition  for  these  gifts  is, 
as  you  know,  lipuor  and  cigars. 
Their  .story  is  that  liejuor  and  cigars 
are  forgotten  and  gone  by  the  tir.st 
of  the  year  while  a  leather  wallet 
is  used  for  years  afterwards  and 
everyday  the  recipient  is  aware  that 
you  pre.sented  it  to  him.  Now  that's 
not  a  bad  story. 

Another  gift  service  which  you 
can  get  and  u.se  to  get  special  atten¬ 
tion  from  the  few  big  customers 
that  you  have  is  the  Birthday  Plan. 


For  this  you  .send  the  advertising 
specialty  concern  the  names  and 
addres.ses  only.  The  birthdays  are 
di.scovered  (how,  I  don't  know)  and 
then  an  appropriate  gift  is  .sent  at 
the  right  time  with  an  ajipropriate 
letter.  Can’t  you  imagine  how  this 
will  impre.ss  that  hard-to-swing 
prospect'.' 

Conclusion 

An  article  as  tong  as  this  should 
have  a  conclusion,  I  think.  Mine  is 
simiily  this:  specialty  advertising 


concerns  can  help  you  becau.se  they 
have  built  their  busines.ses  by  help¬ 
ing  promote  .sales  for  other  busi- 
nes.ses.  If  their  .salesmen  can  bring 
you  ideas  in.stead  of  merchandise, 
you  can  then  buy  their  merchandise 
knowing  that  it  will  help  you.  Hut 
don’t  forget  this:  they  don’t  have 
the  cure-all.  None  of  their  ideas  will 
do  the  job  alone.  To  get  sales  iioit 
will  always  have  to  promote  sales 
and  ijoii  will  have  to  promote  sales 
wholeheartedly. 


i 
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$.  H.  LEGGITT  CO.  a 

MAiSHALL,  MICHIGAN 


'FOR  NEW  CONSTRUCTION, 
''EMODELING 


RUSTPROOF  •  FIREPROOF  •  SANITARY 


14  DECORATOR  COLORS 

KaMV  to  appiv  .  .  .  rasy  to  m*!!.  at  a  pr«»!it. 

in  .  .  l-'O  H«|.  ft  vM  JKh  only  M7 

llw.  Strong.  <lural»U'  l.uslrou.**  t'liauM*!  finish 
(MTinaiMMitiv  ImiihIihI  to  nu'lal  In'ton*  if  is 
fornasi  Will  not  iTai  k.  rhip.  |»»fl  or  fornsh*. 

W  lU  I  K  . 

METAL  TILE  PRODUCTS.  INC. 
Deportment  1207,  Hostin9s,  Michigon 
Send  free  folder  on  alumifile 
I  am  1  DEALER,  DISTRIBUTOR.  CONTRACTOR 
architect. 

A<jdr?n__ _  .  -  .  .  . . 

City .  _ _ S»ot# -  - 


Asbestos  Siding 

{('oiitimird  froiti  Po(ii‘  39) 

jrles  aloiiK  the  eoiirse,  as  described 
above,  takinj'  into  account  the  6- 
inen  mininuini  width  for  the  last 
shingle  of  the  course. 

At  the  starting  points  of  suc¬ 
ceeding  courses  alternate  full  and 
half  shingles  to  achieve  sta^Kcred 
vertical  joints. 

Very  few  buildinjfs  are  perfect¬ 
ly  true  and  j)aralleL  especially  old 
structures.  It  is  advisable,  there¬ 
fore,  to  watch  the  relationship  of 
the  courses  to  the  cave  lines,  mak¬ 
ing  such  adjustments  in  parallel 
as  may  he  needed  .so  that  the  tinal 
course  is  not  applied  as  a  wedjre. 

Some  adjustments  of  exposure 
in  the  upper  eonr.ses  also  may  l)e 
necessary  to  avoid  havinij  the  top 
course  too  narrow. 

Uememher  that  sidiuK  shingles 
are  for  vertical  sidewalls  only. 
They  should  not  be  used  foi'  I'oof 
surfaces. 


Precautions 

Precautions  —  Asbestos  sidiiiK 
should  l)e  ai)plied  only  in  dry 
weather.  On  a  wall  of  small 
area,  application  should  be  com¬ 
pleted  the  .same  day  it  is  bcKun.  On 
a  larger  wall,  where  this  may  not 
be  feasible,  any  .section  started 
should  he  finished  from  bottom  to 
top  conr.se  before  termination  of 
a  day's  work.  This  may  entail  de¬ 
viation  from  the  usual  practice. 
de.scril)e<l  al)ove.  of  applying  an 
entire  cour.se  before  beKinninjr  an¬ 
other.  These  precautions  are  ree- 
ommended  to  prevent  discoloration 
to  the  siding  from  rain  water 
which  miyUit  drain  from  the  felt 
or  sheathiny  to  the  api)lied  shin- 
ydes  below. 

(Intters  and  metal  work  should 
1h‘  in  place  before  sidiny:  ai)pliea- 
tion  heynns.  Wood  trim  should  he 
yiven  at  least  a  prime  coat  of  paint. 

All  n'.etal,  particidaijy  copper, 
used  for  tlashinys.  downspouts, 
yntters,  screens,  etc.,  should  he 
coated  with  spai-  varnish  before 
the  sidiiifT  is  applied.  Tluo'eaftei’  it 


MANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 


We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  ore  converting  to  wood 
windows  we  con  be  of  particular 
service  to  you,  or 

if  you  hove  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  ports,  coll  on  us— NOW/ 


G.  Grant  Metal 
Mfg.  Co. 

163  Buscher  Avenue 
Valley  Stream,  L.  I.,  N.  Y. 
Phone  —  Valley  Stream  5  5581 


WE 
HAVE 
MADE  a 
BUSINESS  of 
MAKING 
ALUMINUM 
SCREENS  for 
AMERICA'S 
FINEST 
BUILDINGS 


WRITE  FOR  OUR  CATALOG 

KAUFMANN  (ORP. 

17210  GABLE  —  TW-3  2000 
DETROIT  12,  MICHIGAN 
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should  be  varnished  periodically  to 
prevent  discoloration  of  the  siding. 
For  the  same  reason,  nails,  brack¬ 
ets  and  metal  window  sash,  which 
are  liable  to  rust,  should  be  painted 
or  otherwi.se  protected. 

Aluminum  Mfrs. 

(Continued  from  Page  15) 

000  pounds  of  Canadian  aluminum 
to  the  U.  S.  in  return  for  71,000 
tons  of  American  steel  ingots. 

When  the  U.  S.  Government  re¬ 
jected  last  year  a  Canadian  offer  to 
supply  440,000,000  pounds  of  alum¬ 
inum  for  this  country’s  defen.se 
stockpile,  the  Canadians  made  the 
e.xtra  metal  available  to  Britain  in 
return  for  certain  loans.  Canada  is 
now  committed  to  supply  Britain 
with  500,000,000  pounds  annually 
to  1955.  In  1950  Canada  shipped 
more  than  .‘?21,000,000  pounds  to 
the  U.  S.  and  276,600,000  to  Flri- 
tain.  In  1951  Britain  will  receive 
twice  as  much  metal  from  Canada 
as  the  U.  S.  will  receive. 

The  recently  announced  deal  be¬ 
tween  the  U.  S.  and  Britain  will 
therefore  restore  only  about  15  per 
cent  of  the  cut  in  Canadian  ship¬ 
ments  to  the  U.  S.  Thus  the  deal 
does  not  mean  any  improvement  in 
the  tight  aluminum  situation  for 
American  fabricators.  What  it  all 
.seems  to  add  up  to  is  that  alumi¬ 
num  will  be  in  short  supply  during 
the  first  half  of  19.52  but  will  prob¬ 
ably  improve  during  the  third  and 
last  quarters  provided  the  interna¬ 
tional  political  tension  does  not 
worsen. 


Read  about  the 
Sales  Possibilities  of 
Insulating  Siding 
in  the 
January 

BUILDING  SPECIALTIES 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  in.sulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP- 
BELL  SASH  WORKS  shows  less 
shrinkage  and  su-elling  than  con¬ 
crete! 

.5.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2J09  WII.SON  .WE.M’E  CAMPBELL.  OHIO 

Phone:  52615 
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f 

INSTANT^FiT 

EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


iisttsi  10  lai’- 

‘i5\ _ — — " 


IMMEDIATE 

DELIVERY 

•  Sell  today  — 

Install  tomorrow! 

•  Fit  all  standard 
metal  casements! 

•  Installed  as  simply 

as  putting  up  screens! 

•  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Write  today  for  compfete  information 


UNIVERSAL  FABRICATORS 


Kl  3-03S0 


On  The  House 

(Coiitinix'fl  from  Page  13) 

still  resists  and  wants  the  cheap 
window  the  salesman  just  forgets 
about  him  and  the  company  keeps 
the  deposit.  Should  the  angry  home  I 
owner  get  “ugly”  alarut  this  situa¬ 
tion  and  threaten  court  action,  his 
deposit  will  be  refunded  or  the 
dealer  may  actually  install  the 
cheap  windows  to  avoid  legal  ac¬ 
tion.  few  dozen  of  these  inferior 
windows  are  kept  on  hand  to  pacify 
tough  customers  who  insist  on  get¬ 
ting  what  they  were  promised. 
Most  customers,  however,  just  drop 
the  matter  and  give  up  the  deposit 
rather  than  go  to  the  trouble  of 
going  to  court.  But  they  resent  this 
sort  of  treatment  and  come  to  dis¬ 
trust  all  window  salesmen — an  at¬ 
titude  that  makes  normal  business  i 
for  the  legitimate  dealer  all  the 
more  difficult. 


.Another  racket  is  to  accept  a 
deposit  ai;d  have  the  customer  sign 
a  contract  that  contains  a  clause  in 
very  tine  print  which  absolves  the 
dealer  from  liability  in  case  he 
cannot  deliver  windows  for  reasons 
“beyond  his  control."  No  mention 
is  made  in  the  contract  of  any 
delivery  date.  .After  endless  delays 
and  excuses  the  customer  may  de¬ 
mand  his  deposit  only  to  tind  that 
he  must  resort  to  legal  action  to 
recover  his  money.  In  the  mean¬ 
time  the  legitimate  dealer  has  been 
unable  to  sell  this  customer  who 
has.  u))  to  this  point,  been  undei- 
the  impression  that  he  would  .soon 
get  delivery  as  i)romised.  It  is  un¬ 
fortunate  that  such  incidents  occur 
in  our  industry.  If  anything,  the.se 
practices  point  up  the  need  for  an 
as.sociation  of  dealers  which  could 
jxilice  the  industry  and  take  legal 
action  against  the  small  minority 
of  fakers  who  do  .so  much  to  dam¬ 
age  the  reputation  of  the  vast 
majority  of  honest  and  legitimate 
dealers. 

The  editors  of  lU’II.DING  SI*K- 
('I.AI.TIKS  wish  to  take  this  oppor- 


SELLING  FAST! 


HEW>  CUPOLA  AOOF  VENTILATOAS 

Here's  a  building  speciAlty  that  is  setting  sales 
records.  A  well-proportioned  Cupola  that  may  be  sold 
at  half  the  cost  of  the  usual  made-to-order  unit. 
Maoi  of  white  pine  with  metal  roofs.  Furnished 
with  and  without  weathervanes.  Ideal  ventilator. 
Adjustable  to  most  every  angle  roof.  2  si/es: 
21”  s  21”  «  26”  and  31”  x  31”  x  36”. 

SPECIAL  COMBINATION  OFFER 
(for  dealers  only) 

Large  si/e  successfully  retailing  for  over  $77.50 
and  small  si/e  for  over  $!i0.50.  Send  Just  $86.95 
and  a  sample  of  each  sue  Cupola,  with  proper  ti/e 
Horse  Weathervane.  will  be  shipped  prepaid,  on 
introductory  offer.  Add  $2  to  your  check,  if  west 
of  the  Mississippi. 

Money  back  if  not  completely  satisfied. 

Samcoe  ornamental  iron  railings  are  also  low  in¬ 
vestment  money-makers  4  out  of  5  your  present 
customers  are  good  prospects.  Write  for  details  today! 

WM.  J.  SAMCOE  IRON  COMPANY 

Famous  for  Iron  Railings  for  Over  20  Years 
917  Military  Road  Kerimore  17,  N.  Y. 


MILES  AHEAD  of  PUTTY 


FREE  Sample  Today! 

^  Unlike  puffy,  Armitrong's  33  Glazing  Com¬ 
pound  is  ELASTIC  Never  gets  rock-hord. 
Won't  crock,  crumble  or  chip  off  in  service 
Provides  LASTING  protection 

^  Inexpensive  33  works  equally  well  on  either 
wood  or  metoi  sosh,  eliminating  the  need  for 
you  to  carry  two  grades  of  putty. 

^  Sell  33  and  you  reduce  inventory,  use  less 
shelf  space,  MAKE  MORE  MONEY  on  every 
sale  Write  our  ncorest  office  today  for  FREE 
Sample  and  deoler  prices. 

The  ARMSTRONG  CO. 

Detroit  17  Chicago  9  Dallas  1 

721  South  4th  Street,  Richmond,  Californio 


tunity  to  wish  all  our  readers  a 
very  Happy  and  Prosperous  New 
Year! 


B.  S.  Reporter 

{Continued  from  Page  30) 

as  50  per  cent  throuKh  the  use  of 
insulatiiiK  sidinjr.  Similar  savings 
have  been  realized  by  home  owners 
who  have  used  the  popular  asphalt 
siding  to  modernize  their  homes. 

Mattes  predicted  that  1952 
would  be  another  good  year  for  the 
industry.  “Although  the  defen.se 
program  definitely  has  speeded  up,” 
he  .said,  “our  production  will  not 
lie  curtailed  by  materials  short¬ 
ages.” 

“It  .seems  we  are  facing  a  period 
when  manpower,  especially  the 
skilled  variety,  will  be  inextremely 
short  supply.  This  situation  tends 
to  emphasize  the  value  of  insulat¬ 
ing  siding  which  can  be  installed 
quickly  by  comparatively  inexpe¬ 
rienced  labor.” 

Defen.se  housing  and  the  refur¬ 
bishing  of  military  buildings  have 
made  .sul).stantial  contributions  to 
the  industry’s  rising  .sales  volume. 
Mattes  .said. 

Other  as.sociation  oflicers  are 
William  Waldman,  Hrixite  Manu¬ 
facturing  ('ompany.  South  Kear¬ 
ney,  N.  J.,  vice  president ;  Oordon 

Kstes  executive  vice  president, 
Olobe  Siding  Products  Company, 
Whiting,  Ind.,  association  trea¬ 
surer;  and  William  W.  Wilson,  we.s- 
tern  division  manager  of  Bird  & 
Son,  Chicago,  who  was  ai)pointed  to 
the  association  executive  commit¬ 
tee. 


BATHROOM 


That's  our  business  —  beautifying  bath¬ 
rooms  and  enhancing  the  value  of  Ameri¬ 
can  homes.  Because  we  think  of  our 
products,  shower  doors  ond  tub  encio 
sures,  in  these  terms,  we  have  been  suc¬ 
cessful.  Successful  in  giving  the  overoge 
homeowner  real  value  in  a  lifetime  of 
comfort,  satisfaction  and  service.  Success¬ 
ful  in  marketing  our  products  through 
relioble,  well-orgonized  outlets  people 
with  whom  it  is  a  pleasure  to  do  business 
Although  restrictions  might  temporarily 
retard  production,  the  quality  of  our 
shower  doors  ond  tub  enclosures  will 
olways  be  the  finest  in  America 


Our  patented  Adjustable 
Jambs  guarantee  easy  in¬ 
stallation  and  perfect  fit. 


or  AMCRICA 


973  r*ach*rM  ShM«.  N.  E. 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEOEO! 

Smart  dealers  are  buying  V'-Seal  knocked- 
down,  "picture  frame"  windows — assembling 
them  themseUes  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shttp  or  on  the  i«)b.. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construe- 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


NAHB  Convention  In 
Chicago  Jan.  20-24 

The  8th  Annual  Convention  & 
Hxpo.sition  of  the  National  A.s.soci- 
ation  of  Home  Ruilder.-s  will  be  held 
in  Chicago,  .January  20-24,  in  the 
.Steven.s  and  Congre.s.s  Hotels. 

The  popular  builders’  conclave  is 
expected  to  attract  a  record  turn¬ 
out  in  view  of  the  many  knotty 
(Continued  on  Page  48) 


Buy  at  Distributors  Prices  .  .  .  Moke 
Combined  Distributor,  Dealer  ond  Retailer's  Profit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Bavement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eastern  Division,  478  Belmont 
Avenue,  Haledon,  New  Jersey 
Western  Division,  1134  S.  6th  Street,  St. 


The  Complete  line  of 

Combinotion  Storm  Windows 
plus  Storm  Sash  for  Steel 
Casements  and  Bosemenf 
Windows. 

Louis,  Missouri 


writs,  plisss  f  wirt 
fsr  4«lsils  md  pricsi 
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REXTRUDI*  GLAZIN6 
CHANNEL  IS  ENGI¬ 
NEERED  TO  SEAL  AND' 
HOLD  GLASS  IN  FRAME. 
ACTUALLY  MAKES  IT 
WEATHERPROOF. 

REXTRUDE*  SPLINE 
HOLDS  AND  KEEPS 
SCREEN  IN  FRAME  — 
AVAILABLE  IN  SOUD  OR 
TUBULAR  TYPE. 


REXTRUDE*  WINDOW  SPLINE 
HOLDS  GLASS  IN  POSITION. 
CAN  BE  USED  IN  WOODEN 
FRAMES  IN  PLACE  OF  PUTTY. 


Rcitrude*  FIcxibU  Plastics  ara  tha  quality  products  of  tha  industry  —  they  have 
many  years  research  and  expariance  behind  them.  Raxtruda*  screen  and  window 
spline  and  glazing  channel  are  normally  made  on  a  custom  basis  to  meat  customers' 
particular  specifications. 

Write  today  for  complete  descriptive  information,  samples  and  prices. 


REX  CORPORATION 


•Reg.  U.S.  Pat.  Off. 


Dept.  A7,  51  Londsdowne  St..  Cambridge  39,  Moss. 


PHONE:  TRowbridge  6-1374 


THE  NEW  "ELMONT" 
ALL  ALUMINUM 
COMBINATION  STORM 
&  SCREEN  DOOR  IS 
AVAILABLE  FOR 
IMMEDIATE  DELIVERY. 


IT'S  A  MASTERPIECE  OF 
DESIGN  ENGINEERING! 


SEND  FOR  COMPLETE 
DETAILS  TODAY.  IT'S 
THE  GREAT  NEW  DOOR 
OF  TODAY... 

AND  TOMORROW! 


ELMONT  MFG.  CO. 

575  HEMPSTEAD  TURNPIKE 
ELMONT,  L.  I.,  N.  Y. 
Floral  Park  4-3620 


"I  owe  you  a  vote  of  gratitude  as  I 
j  secured  my  present  position  thru  an  ad 
I  ran  in  your  magazine." 

That's  what  John  R.  Merrifield  of  Kalamazoo, 
Mich.,  has  to  say  about  his  classified  ad  in 
BUILDING  SPECIALTIES! 

Need  a  sales  manager  or  salesman?  Wont 
installation  contractors?  Looking  for  a  position 
in  the  field?  Have  o  business  to  sell?  For  any 
of  a  dozen  needs,  place  your  classified  od  in 
BUILDING  SPECIALTIES!  It  realty  brings  results! 

Low  rates  are  as  follows: 

25c  per  word  with  a  minimum  charge  of  $5. 
3  months  at  20c  per  word,  per  insertion. 

Send  your  ad  with  check  or  money  order  to 
Classified  Department 

BUILDING  SPECIALTIES 

425  Fourth  Avenue  New  York  16.  N.  Y. 


Hints  To 
SALESMEN 


(From  art  article  on  Winter  Sates  Technique 
by  George  Kellogg.) 

J.4NIJAUY,  February  and  March 
are  the  low  production  months 
of  a  storm  window  salesman.  The 
cold  weather,  he  feels,  is  much  too 
much  for  him  to  fzo  out  and  canva.ss 
I  for  business.  However,  the  very 
name  of  his  product ;  to  wit.  Storm 
Windows,  outzht  to  awaken  him  to 
the  fact  that  snowy,  wintery,  and 
hitter  cold  days  are  ideal  for  sellinp: 
his  product. 

Further,  as  he  canva.s.ses  down 
the  street,  he  can  .see  the  windows 
of  every  house  that  he  goes  up  to, 
and  since  most  of  (hem  are  in  a 
state  of  condensation,  frosting,  and 
{  sweating  such  conditions  are  ideal 
for  him  to  make  an  approach  to  get 
an  appointment  to  sell  his  product 
(hat  evening. 

For  instdticc,  he  can  say  to  the 
jrrospect,  “Is  it  the  yas  heat  that 
you  are  asiny  that  is  eovdensiny 
and  fi'ostiny  your  adndoirs;  or  are 
yoar  house  ii'iudoies  loose  and  are 
the.se  cracks  around  your  house 
leiudotes  pennittiuy  the  house  heat 
to  escape,  thus  frostiuy  or  streatiuy 
them  the  minute  that  the  warm  air 
hits  the  add  air  eomiuy  in  around 
the  erackaye  of  your  iriudoies? 

Further,  Madam  may  I  step  in 
and  check  to  sec  if  your  drapoies 
and  curtains  are  damp,  which  nat¬ 
urally  deteriorates  them  much 
sooner  than  their  time  and  causes 
you  an  expensive  replueemeut? 

I  .see  your  little  yirl  playiny 
around  on  the  floor  in  lack  of  you. 
Madam,  and  I  wonder  if  you  real¬ 
ized  that  the  floor  temperature  is 
much  lower  than  at  the  heiyht  at 
which  you  and  /  are  staudiuy  and 
talkiuy.  lUeause  of  that  lower  tem¬ 
pi  luturc  near  the  floor,  it  is  quite 
l:o.s,sil>le  that  your  little  yirl  miyht 
he  subject  to  colds  oud  sickness.  Do 
you  mind  if  /  step  in?  Let's  not  lose 
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thin  costUj,  precious  heat  at  this 
open  door. 

“Since  I  have  three  thermometers 
here,  I  would  like  to  check  the  dif¬ 
ference  in  temperatures  on  the 
lower  floor  of  your  home  at  vari¬ 
ous  levels  to  And  out  if  there  is  any 
difference  in  temperature  at  these 
different  levels.  Honestly,  it  will 
only  take  a  couple  of  minutes.  Now 
let’s  put  one  on  the  floor  where  the 
baby  plays  in  the  middle  of  the  liv¬ 
ing  r(M>m,  one  on  the  dining  room 
table  which  is  supposedly  the 
warmest  place  in  the  house  you  will 
agree,  and  one  up  against  this  front 
window  that  is  frosted  where  your 
little  girl  likes  to  play  and  look  out 
on  the  street. 

"In  a  feir  minutes  we  will  take 
the  readivfi  of  these  three  ther- 
(Continued  on  Page  48) 


ATTENTION 
All  Fabricators 
ALUMINUM  AND  STEEL 

AVAILABLE  AT 

(lOSE-OUT  PRICES 


5277  lbs.  Va"  diameter  aluminum  drawn 
w.re  2s  half  hard 

291  bxs.  Aluminum  rivets  Vi”  x  Vi” 

74  bxs.  Aluminum  rivets  Vi"  x  5/16” 

12  bxs.  of  stainless  steel  wood  screws 
No.  6 

33Vi  gross  of  stainless  steel  McKinney 
door  hinges 

1947  lbs.  Alum  num  brush  finished  door 
panels  3  S  H  16  size  25Vi”  x  20Vi" 

4418  lbs.  Alum  num  brush  finished  door 
panels  3  S  H  16  size  27Vi"  x  20Vi" 

370  lbs.  Aluminum  sheets  size  48"xl20” 
.064  half  hard  2  S  and  52S 

90  lbs.  Aluminum  sheets  size  36”x96” 
.032  half  hard  2  S  and  52S 

194  lbs.  Stainless  steel  rod  5/32”  x  144” 
No.  303  cold  drawn 

1188  lbs.  S*ain'ess  steel  rod  3/16"  x  144” 
No.  303  cold  drawn 


A  PRODUCT  YOU  CAN  BELIEVE  IN! 


The  "Triple  Trade”  Stays  Sold 

Dealers  records  prove  less  call  backs.  Sold  under  our  'Bond  of  Protection' 
the  customer  is  guaranteed  the  satisfaction  that  only  a  quality  product 
can  give. 

That's  ONE  reason  why  a  STOACO  franchise  is  so  valuable. 

"BUIIT  fO»  mt  WlAmilt  TO  LAST  fOKtva" 


POST  OFFICI  BOX  97 


APCO,  OHIO 


Storm  and  Screen  Door  Hardware 


NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ease  of  installation  .  . .  requires  no  mortising. 
It  ckxses  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  guaranteed  against  breakage.  Latch 
available  in  stainless  steel. 

STAINLESS  STEEL  HINGES 

3''x2  '’4*'  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loose  pin  type. 

STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Stain¬ 
less  steel  attaching  brackets  are  available. 


L.  LOTZ 

1501  Liw  &  Finance  Bldg. 

Pittsburgh,  Pa. 
Telephone  Grant  1-4280 


COMPlfrC  INFORMATION  PROMPTLY  SENT 

Supplying  mutf  of  Amoric«*t  oluminwm  door  m«nu> 
focturors.  Alto  monvfocturort  of  ttorm  toth  and 
tcroon  hordwaro. 

BRASS  WORKSpINC. 

aso  EAST  5TH  STREET  •  ST.  PAUL  I,  MINM 
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CMP 

=TROUBLES??= 

SWITCH  TO 

PLASTICS 
KESSLER  PLASTIC  EXTRUSIONS 

Are  Available  for 
Immediate  Delivery 

GLASS  RETAINER  SPLINES 
SCREEN  RETAINER  SPLINES 

"U"  CHANNEL 
CUSTOM  EXTRUSIONS 

Send  Us  Your  Problem 

KESSLER  PRODUCTS  CO. 

1064  W.  Federal  St.  Phone  39335  Youngstown,  Ohio 

Specialists  in  plastic  extrusions  for  the  Storm  Window  Industry 


lutrodticiif^- 

“RED-LUME” 

by  NASH 

A  completely  self-storing  com¬ 
bination  Storm  &  Screen  win- 
cJow,  with  a  clear  Redwood 
main  frame.  All  inserts  of 
aluminum  including  sash  sides. 
Each  sash  slides  in  its  own 
track,  plus  all  the  features  of 
the  famous  NASH  ALUMINUM 
WINDOW. 

NASH  MANUFACTURING  CO. 

LONG  BRANCH,  N.  J. 

NPWARV  N  I 

BRANCHES  AT:  PHILADELPHIA 
BALTIMORE 


Hints  to  Salesmen 

iCoiitiinifd  from  P(t(fr  47) 

tnoi>i(  f<  IS,  iiiid  /  (t.ssiire  non  that 
i/oii  irill  hi  iimaznl  at  the  lUtfi  ri  iici’ 
of  trill  pi  ratnrr  at  thrsr  rarioii.s 
li  ri  ls  ill  i/oiir  hoiiir.  While  ire  are 
iraitiiii)  for  these  reailinifs,  I  leoiihl 
like  to  shoir  jfon  a  feir  features  of 
our  storm  leiiuloir  other  than  the 
health  feature  u  hich  u'c  are  in  the 
profess  of  lookiiiif  into  hi/  means  of 
the  fhennoinefers.” 

Now  (he  salesman  should  show 
just  enough  of  (he  poin(s  in  his 
produc(  (o  awaken  a  desire  in  (he 
c‘Us(omer  (o  permi(  an  appoin(men( 
fora  full-blown  demons(ra(ion  a(  a 
delinile  (ime  (ha(  evening  when  (he 
husband  will  be  home.  Then  a  read¬ 
ing  of  (he  (hree  (hermome(ers 
should  be  (aken,  pardrularly  .so  if 
(he  prospec(  is  hesi(an(  ahou(  giv¬ 
ing  an  appoin(men(.  This  ough(  (o 
flinch  (he  evening  appoin(men(. 

(To  be  continued  in  the  January  issue) 

♦  ♦  * 

FREE  LITERATURE  —  See 
Page  33 


B.S.  Reporter 

(Continued  from  Page  45) 
problem.s  facing  the  building  indus¬ 
try  and  the  boom  in  as.sociation 
membership.  More  than  6,000  new 
members  have  joined  NAHB  since 
the  1951  convention  last  January. 

Josei)h  B.  Haverstick,  prominent 
Dayton.  Ohio  builder,  will  head  the 
convention  committee  and  super- 
vi.se  the  development  of  the  con¬ 
vention  iirogram.  He  has  an¬ 
nounced  that  convention  se.ssions 
will  include  comprehensive  cover¬ 
age  of  all  important  national  issues 
affecting  the  building  industry  as 
well  as  a  wide  range  of  activities 
devoted  to  the  technical  and  busi¬ 
ness  problems  of  the  individual 
builder.  Of  equal  interest  to  the 
thou.sands  of  builders,  contractors, 
architects,  building  supply  dealers 
and  others  from  the  industry  will 
be  the  huge  e.xposition  of  the  latest 
j  in  building  materials  and  home 
equipment. 

Convention  -  exposition  director 
Paul  S.  Van  Auken  has  announced 
that  the  exposition  has  already 
established  two  new  records.  The 
exhibits  will  occupy  the  largest 
area  of  any  N.AHB  show  to  date, 
and  the  exposition  was  a  .sellout  on 
the  initial  assignment  of  space  on 
September  15.  over  four  months  in 

advance  of  the  oj)ening. 

«  *  ♦ 

Clark  Named  By 
Wilson-Albrecht 

Neil  M.  Clark  has  been  named 
Chief  Engineer  for  the  Wilson- 
.Albrecht  Co..  Inc.,  national  manu¬ 
facturers  of  steel  scaffolding  equip¬ 
ment  with  headquarters  in  St. 
Louis  Park.  Minn.,  according  to 
H.  P.  .Albrecht,  president  of  the 
firm. 

Clark  will  be  responsible  for  su¬ 
pervision  of  the  government  de¬ 
velopmental  contracts  held  by  the 
company.  He  will  al.so  direct  prod¬ 
uct  research  and  development. 

A  graduate  of  the  University  of 
Minnesota  with  a  degree  in  me¬ 
chanical  engineering,  Clark  joined 
the  steel  .scaffolding  firm  in  1948. 
Prior  to  his  recent  appointment, 
he  was  manager  of  the  company’s 
Elyria.  Ohio,  plant. 


December,  1951 
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New  Products 

(Contimnd  from  Paf/e  29) 

Kreat  savings  can  be  passed  on  to 
the  home  owner. 

The  .sash  is  made  of  jjlnss  with  a 
slim  and  neat  aluminum  frame.  An 
insulation  strip  is  attached  to  the 
frame  to  i)rovide  complete  insula¬ 
tion.  The  panels  are  installed  on 
the  inside  of  a  ca.sement  with  small 
clips  and  take  the  place  of 
.screens. 

♦  *  « 

Hollow  Metal  Sliding  Door 
Adds  Space  to  Small  Rooms 

A  new  Hollow  Metal  Sliding  Door, 
designed  to  .solve  the  problem  of 
door  swing  .spac<i  in  small  apart¬ 
ments,  homes  and  offices  and  at  the 
same  time  add  a  new  note  of  mod¬ 
ern  design  to  any  type  of  room  is 
being  introduced  to  the  market  by 
Diebold,  Inc. 

It  will  not  warp,  bind  or  .sag.  Its 
e.xtremely  light  weight  makes  open¬ 
ing  and  closing  ea.sy.  The  hollow 
construction  and  clo.se  fitting  frame 
make  it  comparatively  .sound  proof. 

The  entire  frame,  overhead  track 
and  sliding  mechanism  are  com¬ 
pletely  prefabricated,  making  in¬ 
stallation  a  simple,  inexpensive  op¬ 
eration.  reducing  labor  costs  to  a 
minimum.  A  concealed  floor  guide 
prevents  any  contact  between  door 
and  fram.e  .so  there  is  no  danger  of 
scratching  the  surface  of  the  door. 

It  is  now  available  in  a  standard 
2't>"  X  fi'8"  size.  Door  is  I  'ljt"  thick. 
Door  jamb  is  o-'i"  wide.  Overhead 
track  is  60"  long  with  wall  pocket 
20  12/16"  deep.  The  door  is  fabri¬ 
cated  of  finest  (piality  20  gauge 
steel,  electrically  welded  through¬ 
out  for  maximum  strength  and 
rigidity.  The  entire  frame  mounts 
on  2x4  wood  stud  or  4"  masonry 
con.struction. 

♦  * 

Scratch  and  Mar-Proof 
Plastic  Wall  Tile 

The  Detroit  Plastic  Tile  Com¬ 
pany  has  developed  and  is  manu¬ 
facturing  a  scratch  and  mar-proof 
plastic  tile  especially  suited  for 
(Continued  on  Page  50) 


Dealers!  A  J\ew^  Exclusive  Sales  Market  Is 
Now  Open  to  You!  Make  Over  135%  Profit 


Selling!  to  Homeowners  ! 


FIRE-LITE 


HOME  FIRE 
ALARM  SYSTEM 


With  U.L.  Approved 

Rate-of-Rise  Detectors 

APPROVED  FOR  F.H.A.  FINANCING 


Here  is  your  opportunity  to  moke  big  profits 
without  Q  large  investment,  without  changing 
your  business  setup.  Every  homeowner 
(people  whom  you  have  sold  before  ond  new 
prospects),  are  possible  customers  for  FIRE- 
LITE  Home  Fire  Alarm  Systems.  There  is  o 
vast,  profitable  market  right  at  your  door. 

Our  Powerful,  Tested  Sales  Plan 
Helps  You  Clinch  Many  Sales 

To  sell  the  homeowner  a  FIRE-LITE  Fire  Alarm 
requires  only  the  use  of  our  tested  soles  plan 


ond  o  simple  demonstrotion  It  will  close  sole 
otter  sole  for  you! 

How  You  Can  Make 
Over  135%  Profit! 

A  Fire*Lite  Alarm  System  complete  with  oil 
ports  costs  you  only  S4T  20.  The  overoge  cost 
for  installation  lobor  you  con  hire  is,  $25  00 
The  Fire*Lite  System  with  oil  ports  and  com¬ 
pletely  instolled  in  the  home  sells  for  $225. 
YOUR  PROFIT  IS  $156  80!  We  hove  bonotide 
soles  records  to  prove  these  figures 


Write  Today  for  an  Bxclusive  Dealership! 

FIRE-LITE  ALARMS  168  Shelton  Ave.,  New  Haven,  Conn. 


Recognieed 

Nmtimnmiljf 
with  the  §0st/ 


Whm  you  sell  "4  STAR"  KEYSTONE  products, 
it’s  like  on  endless  chain . . .  each  installation 
sells  another... price  meets  any  competHionl 


KEYSTONE 

America's  finest  Aluminum 

Storm-Screen  DOORS  &  WINDOWS 


We  challenge  comparison  with  ony  aluminum 
storm-screen  Doors  and  Windows  for  all  four 
star  features: 

•k  Permanent  Construction  it  Usable  Features 
it  Distinguishable  Quality  it  Economy  Price 

Keystone  offers  practical  features  that  customers  con  reod* 
ily  see  and  appreciate.  Sturdy,  bolonced.  clear  vision  door 
construction  with  full  length  piorto  type  hinge  which  elimi¬ 
nates  mortising.  Door  con  be  hod  with  or  without  jamb. 
Self-storing,  TRIPLE  ACTION  Windows  with  special  venti¬ 
lating  louvers.  Adjustable  closure  strip  for  perfect  fitting. 
AM  gloss  glozed  in  plastic  for  eosy  replacement.  Yes,  low  in- 
stollation  cost  plus  no  after  heodoches  meons  MORE  PROFITS! 

MOMPT  DiLIVERY 


'/./;////./<  hn  i  (/  h\ 

K 

E YSTONE 

A  L 

LOYS  COMPANY 

LATROBE,  PA. 

Wire, 

Phone  or  Mail  Coupon  NOW! 

ASSIMSLY  PLANTS  COAST  TO  COAST 

KIYSTONE  AUOtS  CO 

N«’tOA4l  Of1<*, 

lenedum  Treet  Aide  •  22 

Send  con^'efe  •nlorm^t.oe  We  4*e 
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IttoO 


Ace  Industries  Co.,  The . 

Aladdin  .MIr.  Co .  . 

Alumatic  Corp.  of  America . 

Aluminum  KabricatinR  Co . 

ArmstronR  Co.,  The . 

Arrow  Metal  Products  Corp . 

Barnhart  Co.,  The  A.  M . 


Calbar  Taint  &  Varnish  Co . 

('aider  Mfg.  Co . . 

Campbell  Sash  Works,  The . 

Carhozite  Trotective  Coatings,  Inc. 

Cermak  Tile  Co.,  Inc . 

Charles  Co . 


Dewatex  Mfg.  Corp . 

Diamond  Building  Troducts  Corp.., 
Dustite  Troducts  Co . . 


KImont  Mfg.  Co.. 
Kmco  Cement  Co. 


Feather-I.ite  Mfg.  Co . 

Fire-I.ite  Alarms  . 


(Iraef  Storm  Window  Co. 
Grant  .Metal  .Mfg.  Co.,  G. 
(iregg  Kngineering  Co..  . 
Guildcrest  Co.,  The . 


Hess  Mfg.  Co..  The . .  2 

How  To  Run  .\  Small  Business .  8 

Ideal  Brass  Works,  Inc .  I” 

Jamaica  Sash  &  Door  Co .  .37 

Kaufmann  Corp .  12 

Kessler  Troducts  Co .  48 

Keystone  .\lloys  Co .  49 

I.eggitt  Co.,  S.  H .  42 

I>otz,  1 .  47 

Ludman  Corp .  41 

Metal  Tile  Troducts,  Inc .  42 

Nash  Mfg.  Co .  48 

Nation-wide  . 26-27 

Tomona  Redwood  .Moulding  Co .  12 

Rex  (Corporation  .  46 

Rologlass  Equipment  Co .  38 

Roofing,  Siding  &  Building 

Specialties  Manual  .  6 

Samcoe  Iron  Co.,  Wm.  J .  4  4 

Security  (^o..  The .  10 

Shower  Door  Co.  of  .America .  4,3 

Sprayed  Insulation,  Inc .  4 

Storm  Windows  of  .Muminum,  Inc..  47 

Trimedge,  Inc . Back  Cover 

I’niversal  Fabricators  .  4  4 

V-Seal  Corp .  45 

Wallace  Inc.,  Don  B .  43 

Warner  Mfg.  Corp .  7 

Weather-Tite  .  34 

Werner  ('o..  Inc.,  The  R.  D .  10 

Winter  Seal  Corp .  50 

Youngstown  Industries,  Inc .  5 


New  Products 

{Contitmed  from  Page  49) 

institutional  and  commercial  instal¬ 
lation. 

The  new  tile  is  known  as  “Rib- 
Lock  68”  according  to  ("ompany 
President,  A.  J.  Tripp,  who  devel¬ 
oped  the  idea.  “Rib-Lock  68”  is  a 
6  .X  8  inch  size,  bevel  tile  with  an 
over-all  brushed  Kfuin  pattern  of 
minute  ridfres  which  give  the  tile 
surface  an  eye-catching  .satin-like 
appearance.  The  brushed  surface 
effectively  conceals  any  mars  or 
.scratches  incurred  in  handling  or 
u.se,  yet  will  not  catch  or  hold  dirt 
and  cleans  easily  with  .soap  and 
water.  The  larger  size  makes  ap¬ 
plication  rapid  and  ea.sy. 

The  new  type  tile  is  being  pro¬ 
duced  in  a  full  range  of  popular, 
.solid  colors. 


The  Glide-Away  Stairs 

“It’s  a  must  for  the  modern  com¬ 
pact  home”  .  .  .  this  title  heads  the 
consumer  folder  de.scribing  the 


DEAL  DIRECT 

with  Modern  Millwork  and 
Assembly  Plant  when  ordering 
Custom  Window  and  Door 
Frames,  Jambs,  Mouldings, 
Louvres,  Panelling,  etc.  Direct  Mill 
connection  assures  you  a  good 
steady  supply  of  finest  California 
"Palco  Brand"  Redwood  at 
Lowest  Prices.  Investigate! 

•  IMMEDIATE  DELIVERY  • 

NO  ORDERS  TURNED  DOWN 

Stfve  Time  Money  and  Meovy  Inventories 
No  Investment  Required  ~~  Satisfaction  Guaranteed 

Wi^SecJ.  CORPORATION 

WOODWORK  DIVISION,  Dept.  32 

14S95  Meyers  Rood,  Detroit  27,  Mich. 


Glide-Away  Stairs.  A  dealer’s  cata¬ 
log  sheet  is  also  available.  Roth 
give  practical  suggestions  for  build¬ 
ing  attic  clo.sets  which  can  be  made 
immediately  u.sable  with  the  Glide- 
Away  Stairs. 

Installation  instructions  are  in¬ 
cluded  with  each  .stair  which  is 
factory  a.ssembled,  ready  to  install. 
The  Glide-Away  is  furnished  com¬ 
plete  including  stairs,  hand  rail 
with  supports,  ceiling  panel  and 
trim,  and  all  necessary  hardware. 

Screw  holes  are  factory  drilled 
to  insure  proper  location  of  hard¬ 
ware.  The  Glide-Away  is  quickly 
adjusted  to  any  fioor-to-floor 
height  from  8'-!"  to  9'-7''.  Ceiling 
panel  is  hinged  to  is  assembly  trim 
to  simplify  installation,  and  is  ship¬ 
ped  without  paint  or  stain.  No  addi¬ 
tional  jambs  or  stops  are  required. 
Railing  extends  well  on  to  attic 
floor  within  convenient  reach. 

CLASSIFIED  ADVERTISING 

Uodar  thii  headiaq  clatsiHed  odvartisaniMto 
ora  occapted  at  the  uniiorm  rote  ol  25  cento 
o  word,  but  no  advertisement  token  for  lees 
than  20  words  with  o  minimum  cborqe  el 
S5.00;  3  months  ot  20c  per  word  per  insertion. 
Check  or  Money  Order  must  occompony  copy  ol 
Classified  Ad.  Advertisements  eolicitatinq  deal 
ers  or  distributors,  or  new  products  for  sole,  not 
occepted  in  classified  section.  Address  all  com- 
municotions  to  Classified  Deportment.  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenuo.  Now 
York  16.  N.  Y. 

SALKS  HELK  WANTED 

WANTED:  SEI.K  STAKTEKS  witli  (‘tiRinctring 
horse  sense  and  familiarity  with  CDiistrnction  in¬ 
dustry  and  dealer  distributor  sellmg  experience,  to 
act  as  District  Sales  Managers.  Present  dealer- 
distributor  organization  is  growing  through  ever- 
increasing  product  acceptance  in  tnaintenance  and 
construction  fioMs.  Salary  and  incentive  for  re¬ 
sults  from  good  .specialty  salesmanship  Write  Rox 
No.  349.  Building  Specialties.  425  Fourth  Ave., 
N.  V.  16.  N.  Y. 

SAT.ES  MANAfiERS  WANTED:  opportunity  for 
ambitious  and  experienced  salesmen  to  organize  de¬ 
tailing  of  hardware.  luml>er.  and  in«uht’ng  trade. 
Interesting,  expanding  business.  References  re¬ 
quired.  Libera!  commissions  plus  partnerships.  Re¬ 
plies  C.  G.  Lyon,  200  LumN‘r  Exchange  Bldg., 
Minneapolis,  Minn.  I  52 

M  A  N  r  F  A  CT  T’  R  E  R  S  RKPRESFNTATTV'ES 
WANTED:  I.cng  established  line  of  well-known 
aluminum  wall  tile  desires  capable  sale-men  in  open 
r.  S.  territories.  Attracthe  offer  to  right  individ¬ 
uals  or  organizations.  If  sincerely  intere-ted.  ex¬ 
perience  secondary.  Write  giving  details,  qualifi 
cations,  experience.  Mr.  Robl.  Johnson.  109  Roose¬ 
velt  Avenue.  Belleville.  N  J  (Tel.  2-61S0)  tf 


SOMETHING  NEW! 

Aladdin  STEEL 

Combination  Windows 

In  Beautiful  Aluminum  Finish 


Aladdin  Steel  Combination  Windows  put  you  20  jumps  ahead  of  your 
competition.  As  a  matter  of  fact,  there  is  no  competition;  you  don't  have  to  cut 
prices  or  offer  specials.  With  Aladdin  you  have  a  top  quality,  finely  engineered, 
easily  installed  window  with  EXTRA  sales  features  that  no  other  dealer  can 
touch  .  .  .  and  no  homeowner  can  resist. 


No  Competition  —  Brand  New  Sales  Features 


KD  —  or  assembled. 

^  Fast,  simple  installation;  special  teatures  that  will  save 
^  you  time  and  money. 

^  A  surprisingly  attractive  price. 

^  Precision  made  by  experienced  manutacturers,  with  the 
^  tinest  engineering.  No  costly  service  calls,  no  mistits. 


Beat  the  field  — Write  TODAY  for  Information 


ALADDIN  MFG.  CO. 

1510  S.  State  Street 
Girard,  Ohio 


Phone:  Girard  5-9421 


'‘We’re  mighty  proud  of  our  continuing  and 
equitable  distribution  of 


OUR  DISTRIBUTORS 

The  pioRicssive  leadership  of 
Triiiied(’e  disliihutots  is  well 
reeopni/ed  in  the  lield  of 
inelal  nionldings.  hath  was 
eareliills  selected  lot  his  out¬ 
standing  know  ledge  ol  ahnni 
nnin  nionldings  and  his  gtasp 
of  the  prohleins  in  the  nionld- 
itig  field,  liiinedge  Distiih- 
iilois  are  located  in  most 
inetiopolitan  centers  throiigh- 
oiit  tile  r.S.  Consult  coin 
IcKal  telephone  diiectoiy  in 
Mini  aiea. 


Copyright  1951,  Trimtdgo,  Ia< 


ALUMINUM  EXTRUSIONS 

"Last  Feliriinry,  our  vice  |)resicleiu  and  general  manager— William  I..  Honnell 
—went  on  record  in  this  piihlication  with  assiiraiues  that  liiinedge  would 
continue  to  make  e\ei\  ellort  to  maintaiti  an  ei|uital>le  dislriliiition  of  our 
product  while  rooperating  fiillv  with  the  nation's  dclense  ellorts.  .Since  then, 
manv  of  our  distrihtilors  have  stated  iti  these  pages  that  they,  in  titrn,  like 
all  their  fellow  rtitnetige  disirihiitors,  were  contiiiiiitig  to  sersite  dealers  in 
the  satne  fair  m.miier.  We're  proud  ol  our  disirihiitors,  and  as  we  head  into 
the  imcertainlies  ol  the  new  \eai  'liiinedge  confidently  repeats  its  assurances 
knowing  th.it  they  will  play  their  p.irl  in  maint.iining  deliveries.  If  you 
retjiiire  aluminum  extrusions,  you  may  depend  on  the  Tiimedge  dislrihiiloi 


